January 27, 1927 2 Three Dollars a Year 














nL a eee c : 





Guaranteed Rope—just what it means! The Guarantee can be 
found, not only in our messages to Hardware Dealers, but—in the very 
Rope itself. A red, white and blue Tape-Marker extends in one strand 
throughout the entire length of every 


i Tipe - Marked 
Columbian Sere Manila Rope 


Printed on this Marker is the Columbian Guarantee—the most tangible 
in the industry. Think of the protection such a Guarantee gives Colum- 
bian Dealers. Think of how safely you can recommend Columbian 

a T ape-Marked Rope to your customers, and then write for the name and 
address of the nearest Columbian Jobber. 


\ Columbian Rope Company 
352-80 Genesee Street 
Auburn, “The Cordage City’ N. Y. 
Branches :— New York Chicago Boston New Orleans 
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CAPTURE THEIR INTEREST NOW... FEATURE 
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For window display material, 
write the Sales Promotion De- 
partment, International Silver 
Company, Meriden, Conn. 





THE PIECES of le CHEST 











ow .., while it’s new... 


women everywhere are talking about it... 
feature “Pieces of 8.” Eight of each is a new 
idea in silverware—an innovation that has 
captured the housewife’s fancy... for she 
knows sixes are not enough .. . and twelves 
are sometimes too many for the needs of the 
average family. 


You can offer “Pieces of 8” in all of the 1847 
ROGERS Bros. classic patterns and in a variety 
of charming trays, or in the gorgeous Spanish 
Treasure Chest. Also, you can offer a com- 
plete line of hollowware—tea and dinner sets 
and tableware to match each pattern. 


‘1847 ROGERS BROS: 
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Crowned 


and Sides 


Practical * 
Selling Points 


(For the Man Behind the 


2— The Wedge 


Dies 


Face 


Vanadium 


Steel Head 


Counter) 


on the 


V & B Vanadium 


Steel Hammer 


The following six distinctive features of 


V&B Vanadium Steel Hammers will make 
it easy to close sales: 


1. 


. Patented Expansion Wedge—a forked 


‘spread out and sink deep into the wood. 


Hammer head is forged from a solid bar of special 
analysis Vanadium Alloy Steel—and scientifically heat- 
treated. 


barbed steel wedge driven between two 
copper pins that make the steel claws 


(Sample wedge for demonstration sent 
free on application.) 


. Never Slip Claws—grip and hold any size nail—from 


spike to brad. Vanadium steel makes these claws 
resist a tremendous stress. 


. Crowned Face prevents marring of woodwork when 


driving. The crown or “swell” on the sides of the 
hammer prevents denting wood in matching flooring 
and wainscoting. (To demonstrate this, “rock” the 
hammer head on the edge of your counter.) 


. Special Shaping here gives the handle a flexibility that 


takes all jar from the hand. 


. Seasoned Second-growth Hickory Handle. Hand shaved. 


No other handle compares with the Vaughan. 


. Wax Hole—a little ball of wax always on hand. 
. Back of all V & B Tools are 57 years of practical tool 


making experience, and a reputation for quality sur- 
passed by none and equaled by few. 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 








MH“akers Or’ Fire Toots 
2114 Carroll Ave.~ ~ Chicago, Wh U.S.A, 











3—Never 


Slip Claws 









o—Shaping Here 
Reduces Vibration 


6—Seasoned 
Second- 
Growth 
Hickory 

Handle 
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- Stupendous Reznor Advertising 
Campaign to 3,000,000 
| Saturday Evening Post Subscribers 


ARDWARE Merchants everywhere gas can be had | 
are going to profit tremendously by this greatest 
intensive campaign ever planned on gas heaters. 


To introduce Reznor Orthoray, the latest development 
and the highest achievement in safety gas heating, giant 
double-page Saturday Evening Post spreads in color will 
blaze “Reznor Orthoray” across America. 


Never before has the world seen a heater the equal of 
; Reznor Orthoray. Never before has there been planned 
such a magnificent heater season selling campaign. 


Every Reznor is backed by 40 years of gas heater building 
experience; every Reznor is sold as always—“Satisfaction 
or your money back.” 


ae 


Write, wire, telephone. Gain the prestige of being first 
in your territory with Reznor Orthoray—the world’s greatest 
gas heater. 


REZNOR MANUFACTURING COMPANY 


Mercer, Pa. 
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to tell your customers 


Recently a seven-passenger sedan 
was suspended from the head ofthe 
new Stanley Nail Hammer No. 100- 
Plus. The head remained fast on 
datemarclalel(cmmerale(-) am dtlt-@-{-8'4-1a-@-t(e-1 te 

The superiority of Stanley methods 
in attaching the hammer head to the 
handle is explained by the features 
listed below. 





Selling points of the new 100-Plus Hammer 


1. Head made of special analysis steel. 


2. Adze-eye, round poll, quarter-octagon neck, semi- 
ripping claws and crowned striking face. 





3. Claws will grip and pull a nail by its shank. 


4. Handle of sound, young, straight-grained, selected 
hickory, thoroughly dried and shaped to fit the hand. 


5. Eye, tapered in both directions from the center, is 
corrugated so that the wedges when driven in hold 
the head tight on the handle. 


6. Individually tested and guaranteed to be entirely 















satisfactory. 
New Stanley 
THE STANLEY RULE AND LEVEL PLANT 100-Plus Hammer 
NEW BRITAIN, CONNECTICUT wpe nme 
of perfection 
New York Chicago San Francisco Los Angeles Seattle in nail hammers 














STANLEY TOOLS 
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‘I would rather sell one roll of U. S. Poultry Fence 
than five of any other for when I sell one roll of U. S. 
it sells more for me,” writes a hardware retailer. 


And there, in a few words, is the story of the tre- 
mendous repeating sales power of U. S. Poultry 
Fence. It’s a story of consumer appreciation of a qual- 
ity article,a story of profitable turnover for the dealer. 


U.. S. Poultry Fence, as the first choice of suc- 
cessful poultry raisers everywhere, has set new 
standards for sales and profits in poultry netting. 


Here, for the first time, is a poultry netting that 
buyers ask for by name. 


They know by experience that itis the only netting 
which fulfills every requirement of modern poultry 
husbandry. They know that it stretches straight and 
true from post to post without the aid of top rail or 


Indiana Steel & 


Muncie, : 
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U.S Poultry Fence Means More 
Because itMeansMore Sales / 
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baseboard. They know that it never sags, bags or 
buckles. They have learned that U. S. costs less 
“put up” and gives longer years of service. 


Thousands of dealers over the country are build- 
ing customer good-will and realizing greater profits 
by stocking and selling U. S. Poultry Fence. 


Dealers everywhere use U.S. as a leader for they have 
found that the sale of this better poultry netting leads 
to the sale of many associated articles--staples, steel 
posts, poultry supplies; brooder stoves, incubators, 
hinges, hammers, nails and other profitable items. 


There’s a demand in your trade territory for this 
better poultry netting. If you are not already “cashing 
in with U. S.,’’ start now! On entering your orders, 
be sure to specify U. S. Poultry Fence---not just “poul- 
try netting.” 


Wire Company 
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HERE do you make the most 
money—on long profit, hard 
to sell items—or on fair profit, 


asily sold items? The answer is ob- 
vious. High wages to clerks, high 
rental and other overhead costs force 
you to consider selling cost per item, 
and the rate of turnover as well as 
gross profit per sale. 


Morco pipe wrenches pay you a fair 
profit per sale. They bear a known 
trademark and have unusual selling 
points. They are properly priced. 
The result is quick turnover—and a 
better net profit on your pipe wrench 
business. 


Write the nearest office for descriptive 
folder and prices. 
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MADE BY 


MOORE DROP FORGI NG CO. 
Sprin¢field, Mass.US.A. 


SURPLESS, DUNN & CO. SURPLESS, DUNN & CO, 
74-76 Murray St., New York City 34 North Clinton St., Chicago, Ill. 


Londen Office: Gaston FE. Marbaix, Adelaide House, King William Street, London E, C., 4. 
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ATK 


SILVER 
STEEL 


SEGMENT GROUND 


Sell the Atkins Cross Cut Saw 
The Saw with the BLUE STICK” 


Woodsmen in the timber camp, as well as 
the men on the farm, ask for the NEW 

“Silver Steel” Saw—“The Saw with 
the Blue Stick”. It is Segment 

Ground, which means that it will 
cut fast, free and easy without 
sticking or binding. 






























Millions of advertisements in 
farm papers are creating a 
demand that means profits 

for you. 










Order Atkins “Blue Stick’’ 
Cross Cut Saws NOW 


Ask your jobber for Atkins “Blue Stick’’ Cross 
Cut Saws Nos. 4, 5, 12, 553, popular “4 cutter” 
patterns. Specify Nos. 540 or 550 if “2 cutter” 
saws are wanted. If you desire One Man Tuttle 
Tooth Cross Cut Saws ask for No. 390. We have 
other patterns, such as Nos. 51, 52 and 67, and 
68 for the western timber. 
































Atkins Cross Cut Saw book descriptive of Cross 
i a Cut Saws, Cross Cut Saw Tools and Handles 
FREE to you on request. 






















E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 
Home Office and Factory: 


402 S. Illinois St., Indianapolis, Indiana 


Canadian Factory: Hamilton, Ontario Machine Knife Factory: Lancaster, N. Y. 

Branches carrying complete stocks in the following cities: 

Atlanta Chicago New Orleans Portland, Ore. 

Branch Houses: . Memphis Minneapolis New York City San Francisco Vancouver, B. C. 
( Paris, France 








Seattle 
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AMERICAN 


SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





Largest Stock 
Greatest Assortment 
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Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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POULTRY NETTING 


Galvanized Before and Galvanized c4fter Weaving 


CBB LBB PID FPP LPP PL LP PP DE ee” Ae” ti ho AP ELL ALD LO BAA LB” a 
re ee I MN ea Ne aD ee ee Ne a 










Mie Windows 
aati ™ Doors and 
m Porches 7 


Se ee 
teem ai adie ae ie ee 


o_o Oee 
Pp ee epee pee pee 
ee ae ee 

ted cue endl ae aeedl aoe ged eee eel eee eel eee ed 

ao aol aoe gee eee ceed eee a on om one 


ee cl ce cel cin el 


ee ee 


wn hecepee beuigee esegt Himapee Reaapioe 


pare 3 
> Rg 
_ - & Sue 
va oa 
—~— -—-— > aa it: : - 
> > . a x 4 
| b- _ Pe 
a 
oe hy ete 
> RS 
ese nd 
ae 
“ 
< 













(Ge, 
% = agen 














BELL os arc ae H 
sid a oa ee! eskean _ Pe ; 
Raa ea | am REGULAR |] ; 
aa ame GRADE (12x £ st 
HA HHT 13meshj)and § | 
rH] as 14, 16, 18, 20 

4 ang 36 3 
if = mesh, also > 

EXTRA EF 
me HEAVY Fe 
GRADE (14 fee 
Mesh only) Fe 





6m thin thre — 
Inc4Al Grades 


<=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 








Manufacturers of 


WIRE €LOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 














Something lo Talk About 


Handle Clamps 
lVhen you handle Sterling lheel- 
barrows you have something to 
li alk einetia i Alany exclusive Un - 
provements in construction ano 
design give you selling arguments 
which save sales effort: 
You can safely say there 1s no 
better wheelbarrow made ana. 
a casual inspection of a Sterl Ing 
will prove your argument. 
One Sterling Sale 
Creates — Another 


ae 





10 Spoke Whee/ 










Metal Tips 











Self Lubricating Bearings 


Sterling Wheelbarrows 


are so easily and quickly obtained from fac- 
tory and factory warehouses that you never 
need to substitute for a Sterling. 


Write for catalog and special prices to dealers. 


Sterling (Wheelbarrow (0... Kelwaukee. Gort 


7) / ; - ‘ 
Boston, New York, Chicago, Cleveland, Detroit, St. Louis 
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PERFECTION 
MITRE BOX 








Like a Beautiful Queen 
Accorded Every Possible Honor 
Measuring Up to 
Every Expectation 





ee 
HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U.S.A. 
New York Office: 151 Chambers Street 


ESTABLISHED 1854 INCORPORATED 1864 
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RINGCO 


Bathroom Fixtures 
SOLID BRASS 


Finished in Pure White or Glittering Nickel 


Because we believe that bathroom fixtures that 
give long service are the kind that appeal to 
most people, we use solid brass in Ringco Fix- 
tures. When your customers want bathroom 
fixtures that will not require replacement, are 
good to look at and practical, show them the 
Ringco Line. Their own eyes will do the 
selling. 

No. 03767 Wurre Finisu 














Write for our large catalog. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 


BRANCH OFFICES: 
New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 





Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 
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RB ABCOCK-LADDERS 
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SEND 
FOR CATALOG WE PAY THE 
AND LATEST PRICE LISTS FREIGHT 


W. W. Babcock Co., Bath, N. Y. 
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The Stick to “One Brand” 


Customer 





You’ve met his kind. He won’t buy anything 
unless it has been tried and proved worthy. in ont yi 


WIRE CU. 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 


Naturally he says: “Perfect Brand” when he wants 
Screen Wire Cloth with a known reputation. 
Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


. 
TTT 
THAT 


LUDLOW-SAYLOR WIRE CO. 
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Rivets Pipe Couplings 


Scratch Brush Wire 








Q 
BRIDGEPORT, CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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uestion- Answerers — 
OLD and NEW (es 


In Olden Days, Question-Answering was the prerogative of the 
Soothsayers, Oracles and Wise Men. It was a Mystical Rite, 
which presupposed Supernatural Powers. Usually the people 
were held captive by it. 
HARDWARE BUYERS CATALOG 
The Modern Question-Answerer is more matter of fact. 


It frees rather than enslaves men’s energies. 





It answers hardware buying questions at a glance—representing 
Greater Convenience, Time Saving and Increased Business Build- 
ing Opportunities for the hardware buyer and manufacturers of 
hardware and kindred products. 


pay is if answering your business building questions profitably for you, too? 


HARDWARE BUYERS CATALOG 


239 West 39th Street, New York 
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When NP 
a Pee Gee Representative 
calls on you—Luasten _ anenee* 


eS eee... 


: teriors and one forinteriors) 
i by a simple turnof the dial 














brings to view 15 attractive 

ee, ; ’ ’ , color echomen, Bens ae j 

a ND if he doesn’t get there soon write us and we'll see So ded te tele voll aoten. 

that he does—it’s important. Ni AN 

. He has a story to tell you about co-operation that you've | 
£ never heard before—real co-operation, not just a lot of words 

a but action and plenty of it. i 
4 Peaslee-Gaulbert Co. is one of the fastest growing paint 

i makers in America—the reason for it is we're out doing things, 


not just talking about them. 
New Pee Gee dealers who are ‘‘old hands’’ at it tell us that 


Q they thought they had ‘‘seen everything’’ but it’s like start- ii | s | 
i ing all over again with them and they are the most enthusi- (i? > | 
E astic bunch you ever saw. : | 
: We'll show you how to make more money out of a paint de- 
partment than you every thought was possible—that’s our job. H 


When a Pee Gee Representative calls upon you—LISTEN. 
Here’s Your Opportunity 


If Pee Gee is not represented in your community, write to us. 
A Pee Gee exclusive sales franchise is valuable and requires but 
a very small investment. Our plan of sales promotion is unu- 
IL. sual and productive—to inquire about it does not obligate you. 





Peaslee-Gaulbert Co., Incorporated 


LOUISVILLE - ATLANTA - DALLAS - HOUSTON : - - CROWE-McGARVEY CO., New England Sales Agents, Boston, Mass. 
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do you believe 


that you are in business to make money? 


that you build goodwill by selling quality mer- 
chandise? 


that you cannot afford to sell anything but the best? 


then consider 
ZAPON Lacquer FLOWING FINISHES 


made by the oldest and largest exclusive manu- 
facturer of pyroxylin lacquers in the world. 


the only odorless brushing lacquer on the market. 


the easiest brushing lacquer, because, although 
it dries hard in an hour, it dries slowest to the 
touch. 


JJPSINOA O} FI DAOIG 


the most durable, because it is made without 
the aid of oil plasticizers. 


“‘the housewife’s pride that’s quickly dried”’ 


THE ZAPON COMPANY 


247 PARK AVENUE 
NEW YORK 


branches in principal cities 







































































the pioneer lacquer 





THE ZAPON COMPANY 
247 Park Ave., New York City 


ony Please send samples of Zapon Flowing 
| Lacguer Finishes free of charge. 
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Name —_ i ee 





Firm name__. carci 


Address __ i a a Riel li 
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Paint Story 


im 


HARDWARE 
AGE 


Hardware Age is read every week by 
merchants who are always ready to give. 
a likely product a trial. One of the 
reasons why these men read Hardware 
Age is to keep in touch with what is 
being offered by manufacturers. 


Tell them your Story and keep on telling 
it. You'll meet with a response that will 
prove to be profitable. 
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because- 


FOSSIL GUMS when used 
in varnish have excellent 
linseed oil absorbing and 
amalgamating powers, and 
form a hard, tough, dur- 
able and elastic film. 


Substitutes for fossil 
gums are rosin or ester 
gum (treated rosin). 


LINSEED OIL dries, by the 
absorption of oxygen, to a 
most elastic and durable 


film. 
CHINA WOOD OIL is the 


most water-resisting oil 
commonly used in Varnish 
manufacture. 


When combined with 
linseed oil and fossil gums 
in the proper proportion it 
makes a Varnish film more 
waterproof. 


TURPENTINE is the most 
satisfactory solvent and 
thinner for a long-oil fos- 

Pa ease Ps sil gum Varnish. It dries 
ream oonshat mnt | FUONEERS OF PURE VaRnisuEs saul by absorbing oxy- 

oo tae ae inane gen from the air, and in the 

drying of Varnish the film 

of vegetable origin thus 
created, readily combines 
with the film of fossil gum 
and oil (both of vegetable 


origin). 


ea 


i gC > 
ee 





























Mineral spirits (naph- 
tha, benzine, kerosene and 
gasoline), all distilled from 
petroleum, evaporate rap- 
idly and completely and do 
not benefit the Varnish 
film. 


Know what you 


buy 
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“Lucky for Butter Fingers that the floor is Valsparred!’’ 


How Valspar builds business! 


NY varnish looks well when it is first applied. But how will it look 

after it has been walked on for months, after it has been cleaned 

and scrubbed day in and day out, after it has undergone household 
accidents like the one shown above? 







Next time a customer comes in for Varnish sell him more than just 
a can of varnish. Sell him durability, economy and accident-proofness. 
Sell him Valspar— because Valspar gives unequaled service in spite of 
hard wear, water and accidents. 








These facts about Valspar’s superiority have been proved time and 
again by countless tests and by actual use in hundreds of thousands of 
homes. That’s why people like Valspar. That’s why it builds such 
good repeat business for Valspar dealers. Remember that when you 
sell Valspar, you sell satisfaction—and that is the surest way we know 
to increase any business. 









Simplify your stock with Valspar and Valspar in Colors 











VALENTINE & COMPANY 
Established 1832 









VALENTINE’S VALENTINE & COMPANY 


| SPA R * New York Chicago Boston 


Largest manufacturers of Toronto Paris London 
The Varnish That Won't Turn White P. Fuller & Co., Pacific Coast 


high-grade varnishes 
in the world 





Amsterdam 
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HARDWARE AGE 


January 27, 1927 


Investors in Save the Surface Campaign 


HESE firms are now 

supporting the Save the 
Surface Campaign; they 
have subscribed for periods 
of five years. They are mak- 
ing possible a movement 
that benefits the whole 
Paint and Varnish industry. 


Acme White sy; ~ Color Works. Detroit, Mich. 


Allentown Mfg. Co,............. Allentown, Pa. 
Alpers Co., The W. f ERR oy Cleveland, Ohio 
American Can Co. .New York, 'N. Y. 
American Uement Paint Co. Chattanooga, Tenn. 
American Oil & Supply Co. .Newark, N. J. 
American Zinc, Lead & Smelting Co. Boston, Mass. 
Anaconda Lead Products Co........ Chicago, Ill. 
Saree Cleveland, Ohio 
Argus Mfg. Co., The........... Cleveland, Ohio 
Armitage & Co., iin. .Newark, N. J. 


Armstrong Paint & Varnish’ Works. Chicago, Ill. 
Asheville Paint Co. (John Lucas & Co., Ine. 
Asheville, N.C. 





Athey Paint Co.,C. M.......... Baltimore, _— 
Atlantic Drier & Varnish Co.. Philadelphia 
Avalon Paint Co............. Los Angeles, Cait. 
B. 3. eee Columbus, Ohio 
Badger Paint Stores, Inc........ Milwaukee, Wis. 
Baeder Adamson Co........... Philadelphia, Pa. 
Ball rrr Pittsburgh, Pa. 
Bass-Hueter Paint Co., (National Lead Co. Y 
San Francisco, Cal. 
Bauer Mfg. Co., The............. Wooster, ‘Ohio 
Beaver Varnish Works, Inc....... Portland, Ore. 
Bennett Glass & Paint Co..Salt Lake City, Utah 
i ce nescence Detroit, Mich. 
+ elow Brush Co............... Baltimore, Md. 
ee EI sc cwscnrecesude Philadelphia, Pa. 
Billing-Chapin a ns cescad Cleveland, Ohio 
Binks Spra pment eee Chicago, IIl. 
ew pheanee voit pedaneee New York, N. Y. 
Bisbee Linseed Co............ Phi ladelphia, Pa. 


Black Seemann Paint & Varnish Works, 
Cincinnati, Ohio 








Blackburn Varnish Co........__- Cincinnati, Ohio 
Booth & Law Co............ New Haven, Conn. 
Boston Varnish Co............... Boston, Mass. 
Bownes Co., Frank................ Lynn, Mass. 
Boydell Bros. White Lead & Color Works, 

troit, Mich. 
Bradley & Vrooman Co............ Chicago, Ill. 
Bradley-Wise Paint Co........ Los Angeles, Cal. 
Bragdon Paint Co.,M.F.......... Por*iead, Me. 
Breinig Bros. Inc............... Hoboken, N. J. 
Bridges Smith & Co............. Louisville, Ky. 
Briggs-Maroney Co. Inc.......... Boston, 
Brininstool Co., The. ......... Los A les Cal. 
Brooklyn Varnish Mfg. Co... _. Brooklyn, N. Y. 
en i. i. cccesceccacel Buffalo, N. Y. 
Brown-Leithold Co. Silat cceee al Los —— Calif. 
Brown Paint Co., F. M........... Portland, Me. 
Buckeye Paint & Varniais + RGR: Toledo, Ohio 
Bullington & Co., R. McC....... Richmond, Va. 
Bu -  ) Sarr ndianapolis, Ind 
Burgess, Fobes Co............... Portland, Me 
Burhanna & Wilson........... eer ge Pa 
Burton-Boston Brush Co...... Cambri ass. 
Butler-Flynn Paint Co....... Washington, D qs 
Cabot, Inc., Samuel.............. Boston, Mass. 
California Paint Co ..... i oudesiia Oakland, Cal. 
Calman & Co., Emil.......... New York, N. Y. 
Carpenter-Morton Co............ Boston, Mass. 
Carter White Lead Co., (National Lead Co 

Chicago, Il. 
Cary & Son, Inc., Geo. B.......... Chicago, Ill. 


Central Paint & "Varnish Mfg. Co., 


Kansas City, Mo. 
Chadwick-Boston Lead Co. Olational! Co.) 
Boston, Mass 
Chalmers Chemical Co........... Newark, N. J. 
Cheesman-Elliot Co..__......._. Brooklyn, N.Y. 
Chicago White Lead & Oi .Chicago, Ill. 
Cincinnati Plate Glass Co (Standard Plate 
I oe ele aia ae ao Cincinnati, Ohio 
Clarke Can Co.................. Philadelphia, Pa. 


Cleveland "Window Glass & Door Co., 
Cleveland, Ohio 


Colonial Works, Inc............ oe " 'N s 
Columbia Varnish Co........ Angeles, Calif. 
Columbus Paint Mfg. Co........ tchenien, Ohio 
Condie-Bray Glass & Paint Co., St. Louis, Mo. 
| sr Bi ridgeport, Conn. 
Conneaut Can Co., Inc....... Conneaut, Ohio 
Consolidated Paint Co........ Milwaukee, Wis. 

















Continental Can Co., Inc...... New York, N. Y. 
Cook Paint & Varnish Co... .Kansas City, Mo. 
Crescent Paint & Mfg. Co...... Cleveland, "Ohio 


oe 
Dau Paint Co. Frank....... 
Davis Co., The “H.B 
Dealers & “Painters Supply Co.. 
Dean & Barry Co., The...... 
i i cc aoc cesses 
Debevoise Co., The............ 
DeForest Co., T. a 
DeGoyler Varnish Works, The.. 
Dell & Co., Samuel M.......... 
Denny, Hilborn & Rosenbach. . 
Detroit Graphite Co............. 
Detroit Oil & Naval Stores Co..... 
Detroit White Lead Works...... 
DeVilbiss Mfg. Co., The........... 
Devoe & Raynolds Co., Inc.. 

iE SE 
Diamond Oil OE ee 


Donaldson Paint & Glass =. (John 

ne. 
Dowdy Brothers.............. 
Downey Glass & Paint Co. (John 


Dozier & Gay Paint Co........ 
Dunham. Thos. C............ 
DuPont de Nemours & Co., 


orev eee e eee 


Pee Chicago, IIl. 
Co.. .St. Louis, Mo. 

a cc aa Cleveland, Ohio 
Co... Philadelphia, Pa. 
ee seal Denver, Colo. 






RO PS Pe Pe Philadelphia, Pa. 
& Paint Corp... . Elkhart, Ind. 
piten ee one Kuweal Chicago, Til. 
CE L«s Angeles, Cal. 
Paint Mfg. Co.......... Chicago, Il. 
Stamping Co.....McKees Rocks, _ 

Ps ee06%.coweeue Pittsburgh, P 
 tenegaeeease” Milwaukee, Wis. 
ME ceacsks Cleveland, Ohio 
Ss, SS ea Brooklyn, N. ¥- 

Fargo Glass & Paint Co......... Fargo, N. Da 

Farwell, Ozmun, Kirk Co....... St. ud see 
Federal "Varnish SAS ries aa oo Ree Chicago, Il. 
Felton, Sibley & Co., Inc.. "Philadelphia, Pa. 
Ferbert-Schorndorfer Co.. ..... Cleveland, Ohio 
Fezandie & Sperrle. _.. New York, N. Y. 
Fisher, Thorsen & Co., ‘Inc....... Portland, Ore. 
Florman Manufacturing Co., The. . Pueblo, ‘Colo. 
Forbes Varnish Co., The . ..... Cleveland, Ohio 
Poy Paint Co., The............ Cincinnati, Ohio 
French & Co., ‘Samuel H. ... Philadelphia, Pa. 
Fuller & Co., W. P.......... San Francisco, Cal. 





Gavin & Sons, Inc., James A... Paterson, N. J 
General one c v., Ine. , The. . Reading, Pa. 








Gettemuller & Co., Il. J......... Baltimore, Md. 
Gibson-Homans Co, ‘he ae an Cleveland, Ohio 
Gillespie & Sons, L.C......... New York, 'N. Y. 
Gilman Paint ‘é Vennisis Co. Chattanooga, Tenn. 
Globe Mfg. Co. (The Morgan Co.). . Peoria, Il. 
Globe Varnish or cn « aca Pittsburgh, Pa. 
Goldberg & Co., G. M....... San Francisco, "Cal. 
Goodrich Co., Wm. O.......... Milwaukee, Wis. 
Hale & Holmes Co., The........ Cleveland, Ohio 
Hammar Bros. White Lead Co... . St. Louis, Mo 
Hanline Brothers............... "Baltimore, Md. 
Hanlon & Goodman Co......... Belleville, N. J. 
Hanna Paint Mfg. Co., Inc..... Columbus, Ohio 
mn Glass & Paint Co ..... Sioux City, lowa 
Hascall Paint Co. (Tropical Paint & Oil Co.), 
Cleveland, Ohio 
Hastings & Co................ Philadelphia, Pa. 
Hercules Powder Co............ z.  enEE, Del. 
Hill, Hubbell & Co............ n Francisco, Cal. 
Hilo Varnish sh Corporation canine i N. Y. 
Hirshberg Paint Co., The........ Baltimore, Md. 


Hirst Ye Bec I Linseed Works (National Lead 
> SSP eee oe Chicago, Il. 
Hockenjos Co., J. J.......++.+++.+.Newark, N. J. 









As of January 15, 1927 


The Save the Surface Cam- - 
paign is the biggest factor in 
teaching the public that it 
is cheaper to use paint and 
varnish than not to. Dealers 
and painters, realizing this, 
show active interest in 
knowing to whom they are 
indebted for its support. 


RS Mes owen Philadelphia, Pa. 
Hodges & Bro., ft ee New Haven, Conn. 
Hooker Glass & Paint Co., H. M.. .Chicago, Il. 
meeper & Co... EB. FF... cccccccss sic, trenton, N. J. 
Hoosier Paint Works.......... rt Wayne, Ind. 
Horn Varnish Co....... Long island City, N. Y. 
Hotopp Varnish Co., The........ Hoboken, N. J. 
Huck Paint Co., Inc., M. O. (John Lucas & Co.) 

Jacksonville, Fla. 
Illinois Paint Works (Sears Roebuck 





Til. 
& OTT TCer Tey Y. 
sais Y. 






& Vinson Co., The... 


Johnson & Co., Inc., Oliver... . Providence, R. I. 
Johnston & Oswald Co........ ' New York, N. Y. 
Johnston Paint Co., The Rl. F.. .Cincinnati, Ohio 
Jones Dabney Varnish Co., Inc.. . Louisville, a 
Jones & Dillingham............ Spokane, Wash. 
Jones-Moore Paint Housc....... San Diego, Cal. 


. New York, N.Y. 
.. .Buffalo, 'N. Y. 
’ ‘Louisville, Ky. 
Co., Philadelphia Pa. 
vee ewne Brooklyn, N. Y. 








Shellac Co.. 










i aed in as a eel Boston, Mass. 
The. Denver, Colo. 
Co., The 

Ne rt, Del. 
RN a ie as Philade phia Pa. 
Kuhn Paint & Varnish Works. . . Houston, Texas 
Kurfees Paint Co., Inc., J. F.. .. Louisville, Ky. 


Paint & Glass Co...... Lancaster, Pa. 
<< Cleveland, "Ohio 
 - ae New York, N. Y. 
CO Pittsburgh, Pa. 
Co., Inc., Philadelphia, Pa. 
Co., John T (National Lead Co. 
hiladelphia, Pa. 
Lilly Varnish Co............. Indianapolis, Ind. 
Ss SS ae ee Cnuaead York, N. Y. 
Lincoln Paint & Color Co. 
Lincoln, Neb. ond Dallas, Texas 





Pigment & 





Longman & Martinez ........ New York, N. Y. 
Louisville Lead & Color Co...... Louisville, Ky. 
Louisville Paint Mfg. Bae be ain aici il Louisville, Ky. 
Louisville Varnish Co........... Louisville, Ky. 
Lowe Bros. Co., The. err _,...Dayton, Ohio 
Lucas & Co., Inc., John........ Philadelphia, Pa. 
Macneal & Co., Jas. B.......... Baltimore, Md. 


Macneal’s Varnish & Color Works, 

Baltimore, Md. 
Maloney Oil & “a Co. Scranton, Pa. 
Marcus Co., Inc., ward H i 3 
Marietta Paint & Color Co... .Marietta, Ohio 
Marine Paint & Varnish Co.. New Orleans, 



































eS, New York, N. Y 
Martin-Senour Co., The............. Chicago, Ill. 
Martin Varnish Co................ Chicago, II). 
Matheson Lead Co. (National Lead Co.), 
aang Island City, N. Y. 
Mathews Paint Co., Inc... .Los Ange Cal. 
Mayer & Loewenstein......... New York, N. Y. 
cCloskey Varnish Co........ Philadelphia, Pa. 
McDougall-Butler Co., Inc....... Buffalo, . 
cMurtry Mfg. Co., The......... Denver, Colo. 
McNamara Varnish Werks, Inc., Michael, 
Detroit, Mich. 
SE SCT New Yor«, N. Y. 
leQuad> & Co., Inc., John... Seay oe N. Y. 
Mefford Chemical Co......... Los Angeles, Cal. 
Mepham & Co., Geo. S. (C. K. Williams fe Co.) on 
Merchants & Manufacturers Paint —" = 
Louisvilie, Ky 
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Merkin Paint Co., M. J........ New York, N. Y. Pemee & Wee, 2. C...... cc wcccce Boston, Mass. 
Meyer & aes i cirereetnehes Philadelphia, Pa. 
Michel & Co., C. A............. Pittsburgh, Pa. Randolph Paint Company (John Lucas & Co., Inc.) 
Midland Cheitnjeal Co. (Eagle-Picher Lead Co.), Houston, Texas 
Chicago, Il. Rasmussen & Co.......:......... Portland, Ore. 
Minehart-Traylor Co............. Denver, Colo. Reichard-Coulston, Ine. ae New York, N.Y. 
Mineral Point Zine Co............. Chicago, Ill. Reilly Co., Hugh............ Washington, D. C. 
Minnesota Linseed Oil Paint Co., Reliable Paint Co................ Louisville, Ky. 
Minneapolis, Minn. Reliance Varnish Co............. Louisville, Ky. 
0 ei ae Milwaukee, Wis. Reliance Varnish Co............. Newark, N. J. 
Moline Paint Mfg. Co.............. Moline, Ill. Reynolds, Frank J............. Brooklyn, 'N. r 
Montgomery Ward & Co........... Chicago, Ill. Robinson, Edward E.......... New York, N. Y. 
Moore & Co., Benjamin....... New York, N. Y. ee Aurora, Tl. 
Moore Paint & Oil Co., Leland, Chashisten S. C. Rogers-Pyatt Shellac Co....... New York, N. Y. 
NS tS Peoria, Ill. ees Co., 80.. Be donc cccvcces nee” York, N. Y. 
+ ag Co., The Charles... Cincinnati, Ohio Rower-Beine Paint Mfg. Co.......St. Louis, Mo. 
Murphy Varnish Company....... Newark, N. J. / ’ 
bahemes Paint & Glass Co.. . Muskogee, Okla. St. Louis Surfacer & Paint Co., St. Louis, Mo. 


St. Paul White Lead & Oil Co.. .St. Paul, Minn. 














Salt Lake Glass & Paint Co., Salt Lake City, Utah 
Nason & Co., R. ee San Francisco, Cal. Seameen Point ds Coler Co. Ine.. Richman’, Va. 
National Lead Co............ New York, N. Y. Sapolin Co., Inc New York. N.Y. 
National Lead Co ae . a -" Francisco, Cal. Sargent-Gerke 2) ae Indianapolis, Ind. 
National Lead Co. of Mass. (National Lead Co.), pice ba TAY nojettait, Mich, 
ton, ass. “es © © 
National Lead & Oil Co. (N -— aa oo) Oe Waka) Co., (Michael . cNamare 
urg Tn. - _ er reaiiiannsy: 
National Paint & Varnish Co. oZ Vasniah bo .) ee hy aay - CO........-.06 PR hey 
eve io wee. ee es 
National Pigments & Chemical Co., — at — Co........66- —— 
ati o-). ‘Long Isls -St. Louis my ty 2 Sherwin-Williams Co., The..... Cleveland, Ohio 
sed ag Go... as me hak co Shinn Co., B. Frank........... Philadelphia, Pa. 
Neff Paint & Glass Co.......... Bellaire. Ohio Sillers Paint & Varnish Co.. ...Los Angeles, Ca 
Nevin Co., T. H.. ..........e0«. P ittsburgh, Pa. Simons Paint Spray Brush coal Dayton, Ohio 
Newark Varnish Works.......... Newark, N. J. = oo” —— B... 2... eee ——— h Pa. 
New Jersey Paint Works..... .Jersey City, N. J. Smith- Alecp Paint & Varnish Go.. The 
ve nn Zine .*) SS Hee oe b iw Rag f . P Farce Meuha: tes. 
ice Co., Eugene E........... iladelphia, Pa. . 
North Star Varnish Co.......... St. Paul, Minn. seme hg ~ ~aee eae wane 
South te Paint & Varnish Co., 
Oakley Paint Mfg. Co......... Los Angeles, Cal. ee _ Kansas City, Mo. 
O’Brien Varnish Co., Inc....South Bend, Ind. Spencer Co., The F. E....... New Haven, Conn. 
Ogden Paint, Oil & Glass Co..... Ogden, Utah Spraco Painting Equipment Co... Boston, Mass. 
Ohio Varnish ties aie en ae ai Cleveland, Ohio Spruance Co., The Gilbert... .. Philadelphia, Pa. 
Olsen & Tilgner Mfg. Co........... Chicago, Ill. Standard Plate Glass Co. ...._... Pittsburgh, Pa. 
Standard Varnish Works........... Chicago, III. 
Paasche Air Brush Co............. Chicago, Til. Standard Varnish Works. ..... New York, N 
ee sea f — & —— Co., ale ag mena gd Williams > “si babe Gee R. 1. 
SES ner RE icin ais e City, 
eon gh an yy eR Milwaukee Wis. Stosioube M anufacturing A cccat St. Louis, Mo. 
Patterson Foundry & Machine Co., The Steen Varnish Co., John A......... Chicago, Ill. 
East Liverpool, Ohio Sterling Paint Co.............. Emeryville, Cal. 
Peaslee-Gaulbert Co., Inc........ Louisville, Ky. Sterling Paint & Varnish “ade East Boston, Mass 
Pecora Paint Co.............. Philadelphia, Pa. Sterling Products Co., The.. .Cleveland, Ohio 
Peninsular Paint & Varnish Co... Detroit, Mich. SE Es Ie Biles cco cessccccccees Chicago, Ill. 
Phelan-Faust Paint Mfg. Co...... St. Louis, Mo. Stollberg Hardware & Paint Co., i Ohio 
sa oo ’ F. + he a Lapagsre ss: oe a DAG vee wn S _ ae Alba, RA 
oneer Glass TL ee aha, Nebr. DE ET eee igeles, Cal. 
Pi oneer Mfg. Co., The.......... Cleveland, Ohio Strassel-Gans Paint Co., The. .Louisville, Ky. 
Pioneer Paint Co................ Portland, Ore. Strevell-Paterson Hardware Co. * 
Pittsburgh Paint Supply Co..... Pittsburgh, Pa. ; Salt Lake C ae —— 
Pi ce ag Plate Glass Co...... Milwaukee, Wis. es  btece ines ba Louisville, Ky. 
Popplein > not N. : nb ivisid weed a NY ee Pittsburgh, Pa. 
Pratt & Lambert~—Inc............ alo 
Prince Paint Co., James H........ Boston, Mass. Talbot, Brooks & Ayer........... Portland, _ 
ritzlaff Hardware Co., John...Milwaukee, Wis. eS ae Chicago, II. 


ORGANIZATIONS 


New York— 


Denver, Colo.— ast 2 
Master House Painters and Decorators Association. 


Washington, D. C.— Rochester, N. Y.— 


Master House Painter§$ and Decorators Association. 


Master House Painters and Decorators Association. 
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Technical Oil & Paint Co...... Los Angeles, Cal. 
Thibaut & Walker Co... Long Island City, N. Y. 
Thomson Wood Finishing C Co., Philadelphia, Pa. 


Thresher Varnish Co., The........ Dayton, Ohio 
y | aE: New York, N. Y. 
Topp Oil & Su ply | Milwaukee, Wis. 
Towns Paint Co., Inc............ Buffalo, N. Y. 
Trainer Co., Walter L......... Philadelphia, Pa. 
Tripod Paint ., Seas Atlanta, Ga. 


Tri-State Paint Company (John Mana & Co., Inc.) 
Memphis, Tenn. 


Tropical Paint & Oil Co..... ..-Cleveland, Ohio 

True-Tagg Paint Co. (Geo. D. Wetherill & Co., 
Eid seee dete eotenwsacas Memphis, Tenn. 

Truscon Laboratories............ Detroit, Mich. 


Union Paint Co. (Ohio Varnish Co.) 
Pittsburgh, Pa. 
U. &. Cater Cael Co... .....ccccce. Chicago, Il. 
U. S. Gutta Percha Paint Co., Providence, R. I. 
United States Varnish Co... .Cincinnati, Ohio 


Upeo Co., The................. Cleveland, Ohio 
Utley Paint Oe eee New Orleans, La. 
Valentine & Co............... New York, N. Y. 
Vane-Calvert Paint Co........... St. Louis, Mo. 
Vulcan Varnish Co.............. Louisville, Ky. 


Wadsworth, Howland & Co., Inc., Boston, Mass. 
Waggener Paint & Glass Co., Kansas C ity, Mo. 
a Rs 0 vss wncnswdccbens Atlanta, Ga. 
Warren-Onyx Paint Co. (Ohio Veirniah Co.), 
olumbus, Ohio 
Warren Paint Co. (Ohio Varnish Co.), 
Cleveland, Ohio 
Washburn Co., Ira D. (Ohio Varnish Co.) 
Cincinnati, Ohio 


, (A ee Chicago, Il. 
beg & Co., William (Geo. D. Wetherill & 

I i al gia eald tg Philadelphia, Pa. 
Wiaaies Varnish Co., The..... Philadelphia, Pa. 
Watson Co., Geo. E.... 2... ....000: Chicago, Il. 
Weiskopf Co., The Henry... .Minneapolis, Minn. 
Western Dry Color Co............. Chicago, Il. 


Westmoreland Chemical & Color Co., 
Philadelphia, Pa. 
Wetherill & Co., Inc., Geo. D.,..Philadelphia, Pa. 
Wheeler & Son, Henry “AS Pittsburgh, Pa. 
Whiting, J. L.-Adams, J. J. Co., Boston, Mass. 
Whittaker, Clark & Daniels, Inc. New York, N.Y. 


JC IE EE Los Angeles, Cal. 
Wilckes-Martin-Wilckes Co....New York, N. Y. 
,. . & . = See Toledo, Ohio 
Williams & ae eee Easton, Pa. 
Wilson & Bennett kee Chicago, Til. 
Wilson Im — SS aiaery Newark, N. J. 
Winter & <a eee Chicago, Il. 
Whoketiaene 1S ee New York, N. Y. 
Wisconsin Paint Mfg. Co. . Milwaucee, Wis. 


Woolsey Paint & Color Co., Cc. A., 
Jersey City, N. J. 


PD BN Gin ccs cccscccoees Wooster, Ohio 
Yarnell Paint Co........ccce- Philadelphia, Pa. 
Zimmerman Co. eee Pittsburgh, Pa. 
Zinsser & Co., og William, New York, N. Y. 
Zummach, SR Mikcistenca ce Milwaukee, Wis. 


State Association Master House Painters and Decorators. 


Ohio—State Association Master House Painters and Decorators. 


Illinois— 
State Association Master Rouse sinters and Deceraters. Portland, Ore.— Master Painters and Decorators Association. 
Iowa—State Association Master House Painters and Decorators. 
Philadelphia, Pa.— 
es 7 Paint aD , iM Master House Painters and Decorators Association. 
i rs an ecorators of Mass. 
Society of Master House Painte Schirylkill County, Pa.— 
ates J. H Paint dD t A ti Master Shouse Painters and Decorators Association. 
Mast ouse Painters an ecorators Association, 
rqyed Wisconsin— 
New York, N. Y.— State Association Master House Painters and Decorators, 


International Association of Master Painters and Decor- 
ators of the United States and Canada. 


18 East 41st Street 
New York, N. Y. 


National Association of Save the Surface Salesmen. 
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Alabastine Advertising 


Reaches 000 000 


Homes | 
Monthly Sit recoras® 


Two news items of interest to every dealer who is in 
business to make money: Alabastine national advertis- 
ing reaches more than 25,000,000 people monthly 
through such influential publications as Ladies’ Home 
Journal, Good Housekeeping, People’s Popular Month- BS 
ly, Farm Journal, Farm Life, Farm and Fireside, | 
Woman's World, Pictorial Review, McCall's, People’s 
Home Journal, Modern Priscilla, Delineator, Woman's 
@ Home Companion, Country Gentleman, Needlecraft, 
Household Magazine, Better Homes & Gardens, Suc- 
cessful Farming, Farmer's Wife, Capper’s Farmer. 
New users of this finest of wall coatings are being "= 
added every day to the now millions of satisfied cus- 
tomers because of our extensive advertising. 


Whenever decorators and home owners get together to ‘3 
discuss wall treatment they seek a wall coating which is 
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Bo economical, sanitary, easily applied. They want color, 
i change. Alabastine meets their demands exactly. 
al an Th h 30 i 

gt ere are now more than 30,000 Alabastine dealers. 
SEE A share of the profits from the sale of this wonderful 
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product should be yours. Any jobber can supply you. 


Free To Dealers a 
Let us help you to make real profits, Mr. Dealer. Write f 
for our booklet illustrating attractive, new Opaline 

effects obtained with Alabastine—a revelation to you 
and your customers. Also ask for information concern- 
ing our special Stencil offer, and our free offer of high 
grade, all bristles, 7-inch wall brush. And at the same 
time permit us to put you on our list, along with thou- 
sands of other dealers, to receive without cost our help- 
ful and interesting publication, “Brush and Pail”. F 
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Look for Cross and , 
Circle Printed in Red Alabastine Company - Grand Rapids, Mich. 
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INSTEAD OF KALSOMINE OR WALL PAPER ‘ 
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THIS WAS A NICE ORDER FOR SOMEBODY 
You Can Get Similar Ones 


Murphy Brushing Lacquer was used for the interior trim of these six houses. 
They are part of a development in a suburb of Washington, D. C. where W. C. 
and A. N. Miller are building fifty such homes. Murphy Brushing Lacquer will 
be used on them all. More than a thousand gallons will be required. 


W. C. and A. N. Miller tell us of their experi- 
ence with this new material. They are using three 
coats of Murphy Brushing Lacquer White Under- 
coating for the white work, and tinting the same 
material when an ivory effect is desired. 

This three coat job is superior in appearance 
to four coats of enamel. 

Time of application is cut to one-third of that 
of enamel work. 

Costs are lower than that of enamel work. 

Apprentices may be used with as good results 
as journeymen painters. 

The first two coats are put on the same day 
and the finishing one on the following. All three 
could be applied in one day if there were any point 
in it and, of course, the job is dry and usable a 
few hours after the painters finish. 

At the start the painters had trouble applying 


Murp 
Lacquer 


BRUSHING 


this material. It worked differently from anything 
they had ever used before. After half a day, how- 
ever, they discovered how to use it successfully 
and from then on had no further trouble. At first 
they objected to its odor but soon grew familiar with 
it and shortly minded it less than the fumes of tur- 
pentine or the sanding of undercoats. 

Murphy Brushing Lacquer is fine wherever 
time and labor are large factors. This makes it a 
wonderful material for hotels, hospitals, business 
houses and department stores as well as private 
dwellings. , 

There must be a lot of this sort of business in 
your locality. Get some of your paint customers 
to try Murphy Brushing Lacquer in white, ivory, 
clear, or colored. It will run into a profitable vol- 
ume of business that will surprise you. 

Write us for color card and price list. 
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MURPHY VARNISH COMPANY - NEWARK - 


CHICAGO - SAN FRANCISCO - MONTREAL 
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ustomers 


Quality Goods 


The 
Dutch Boy's 


Column 


TURNOVER 


.. . Friend of mine asked me the 
other day, “ How do you find the steak 
in that swell restaurant you goto?” | 
answered, “Well, I just turn over the 
little piece of lettuce, and there it is!”’ 

That’s one kind of turnover. But 
the turnover I’m talking about is 
much more important—to you and to 
me both. It’s paint turnover. 

Turnover is the sure way to paint 
profits. Everybody knows that. It’s 
retailing arithmetic. 

The question is—how can you get 
a bigger turnover! 

Well, here’s one sure way to boost 
your turnover. Look at your stock. 
Pick out a few fast-selling, well-known, 
well-advertised items. Concentrate on 
them. 

Just try featuring Dutch Boy. Put 
it in your window along with a Dutch 
Boy window display. Hundreds of 
dealers have tried this. It brings home 
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Dutch Boy white-lead helps you 

build business with the finest class 

of trade—the trade that brings 
profits to every paint store 


HE successful merchant builds his business on the 

bedrock of quality. High-quality products give his 
store a higher standing in his community. Such products 
sell readily. And invariably they attract the desirable 
trade, the trade that gives permanent patronage. 

Dutch Boy white-lead is a quality product. It is sold 
in quality stores thruout the country. It has long been 
favorably known to paint users. It is in constant demand. 
Dutch Boy white-lead brings you the business of the 
better type of painters, as well as home-owners and in- 


dustrial concerns. 


Dutch Boy white-lead is pure and uniform—a paint 
material of recognized merit. It has been standard for 
generations. Datch Boy is helping paint dealers everv 
day to build successful business. 


NATIONAL LEAD COMPANY 


New York, 111 Broadway Boston, 131 State St. 
Buffalo, 116 Oak St. Chicago, 900 West 18th St. 
Cincinnati, 659 Freeman Ave. Cleveland, 820 W. Superior Ave. 
St. Louis, 722 Chestnut St. San Francisco, 485 California Sr. 
Pittsburgh, National Lead & Oil Co. of Pa., 316 Fourth Ave. 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut St. 
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Goop LACQUER DESERVES Goop BRUSHES 


BRUSHES For LACQUER? 


THE TWINS 


OF COURSE 


WHITING’S ADAMS 
RED KING VIKING 


T. M. REG. U.S. PAT. OFF. T.M.REG.U.S.PAT.OFF 














AND THEIR 
LITTLE BROTHERS 


LAK A BRUSH CEDA LAKA 


TRADE MARK TRADE MARK 












BRASS FERRULE STEEL FERRULE — 
POLISHED HANDLE UNVARNISHED HANDLE 


ALL THESE BRUSHES ARE ) 
MADE FROM THE FINEST 
CHINESE BLACK BRISTLES 


aaa 














PREPARED THE WHITING- 

ADAMS WAY—YOU KNOW WHAT 

THAT MEANS! THEIR IDEAL 

PRICE RANCE—FROM 25 CENTS 

TO $1.00 EACH—WILL ASSURE 
QUICK SALES 


ORDER YOUR STOCK NOW! 

















HAVE YOU SENT FOR YOUR WHI-TAD 
WINDOW DISPLAY? 


JOHN L. WHITING- J.J. ADAMS CO., BOSTON, MASS. 
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ALL Car Owners Buy Hardware 


THE HARDWARE DEALER 


Is the Logical Distributor of Tires and Accessories 


This being the case, consider the following facts. 
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Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers 
of Hardware Age have taken on this line because of the efforts 
of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 
and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 


Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 
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Supremacy 
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PAL Wire Screen Cloth, after being 
perfectly woven with uniform mesh and 
straight lines, is heavily coated with a solid 
layer of pure electrolytic zinc, the best known 
protection for steel against weather exposure. 


The fabric is then covered with a hard, trans- 
parent flexible lacquer, the purpose of which 
is to prevent soiling or discoloring of the 
natural zinc metal color and to preserve the 
attractive White Satin Finish, characteristic 
of OPAL. 


Several inferior imitations of OPAL have re- 
cently developed, therefore care should be 


taken to guard against such substitutes. Be ° 


sure to specify OPAL. 


See that the trade mark name OPAL is on the 
label and on the identity tag attached to end 
of each roll. 


zinc-coated and black enameled screen cloth 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden and antique bronze, bright copper. 


342 MADISON AVE. NEW YORK _ Works -York.Pa. 
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Bronze— 


the Metal Eternal— 


Full Gauge Wire 
Means Long Service 





Costs More 
Than Steel 
Wire Cloth 
But— 
Returns 
the 
Difference 
In Service 
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WICKWIRE BRONZE Screen Wire Cloth is 
made from a special alloy of 90% copper and 
10% zinc. The zinc provides the necessary ten- 
sile strength, has greater durability than soft 
copper and permanently resists the action of 
salt air, acids and gases. It is absolutely rust- 
less under all weather conditions. Every roll of 


WICKWIRE BROTHERS 


Bronze Screen Wire Cloth 


is made of FULL GAUGE WIRE and should not be 
confounded with the cheaper copper or bronze cloths 
of light gauge wire. 


WICKWIRE BRONZE Wire Clotk has served some 
customers for 24 years and is still in good condition. 
Used in large quantities by discriminating Screen 
Manufacturers and Hardware Jobbing Houses. Made 
in 14, 16 and 18 Mesh, in even inch widths 18” to 48”. 
100 lineal feet to the roll., 


Our Other Brands Screen Cloth 


Cortland Black Enameled 
Cortland Gray-Wick 
White Metal Finish 


Wickwire Premier 


Write your Jobber for full information 
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A Catalog* 
of Braided Cotton Cord 


Sash Cord, Clothes Line, Awning Line; Cords 
for Marine use, Lariats, Dumb Waiters—all 
are made of cotton yarn, solid braided, but 
each different in that particular that fits it for 
the specific purpose intended. 


This new 36 page book is more than a cata- 
log. It describes each product under its “use” 
heading, fully explaining “The Difference in 
Sash Cord,” and furnishes full detail concern- 
ing the lines we recommend for each purpose. 
Sent free. Salesmen can use the information 
to advantage. 


Samson Spot Sash Cord 


. 
— 





For more than 30 years this has been the best 
and best known material for hanging windows. 
Solid braided of fine cotton yarn, stretched, 
glazed, and guaranteed free from loading ma- 
terials and all imperfections of braid or finish. 
Identified throughout its life by the colored 
spots, our trade mark. 


Phoenix Sash Cord 





Firmly and evenly braided and free from 
loading material. Made on the same kind of ma- 


*This new catalog is now 
ready. Shall we _ send 
your copy? 


HARDWARE 





AGE 31 


Samson Spot Cord 
Trade Mark Reg. 
U. S. Pat. Off. 


in all types and sizes 


chines and by the same workmen as Samson 
Spot Cord. It is even running, smooth, and 
uniform in size and quality. 


Black-Bird Clothes Line 





Solid braided of good cotton yarn, like sash 
cord, but more pliable, and yielding, so that it 
grips clothespins firmly without splitting them. 
Stretched, glazed, smooth and easy on the 
hands; contains no loading or adulterating 
material of any kind. Put up in convenient 
hanks, or on tubes or reels. Display fixtures 
furnished free. 


Samson Small Lines 





In a variety of sizes, recommended for all 
small line uses where a smooth, wear-resisting 
surface is essential. 


Other Braided Cord 


Solid braided rope, made on large machines 
specially designed and constructed for this 
purpose. Also cords for marine use, flag hal- 
yards, lariats, tent and awning line, etc. You 
can meet all your solid braided cord require- 
ments in Samson products, each cord the best 
of its kind. 


SAMSON CORDAGE WORKS 


88 BROAD STREET 





TRADE 


BOSTON, MaASss. 
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Everedy 
Bottle Capper 


No. 101S—All steel construction. 
Heavily nickeled. Padded Steel 
Base. Never Stretch Post. 
Spring Handle Lift. 
List, $1.50. Other 
Models, $1.40, 
$1.35 and 
$1.25 
































Everedy 
Strainer Set 














Consists of Stand, Strainer Bag 
and Filter Bag. Fits any size ket- 
tle or crock. Folds up when not 
in use.. In display carton. 
List, $1.25. 


















Everedy 
Syphon-Filter 





Filters and syphons at same 
time. Consists of metallic float, 
filtering cloth disc, stretcher 
ring and hose guide 
(hose not included). 
In display carton. 
List, $1.00. 


—— 
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A Corking Good Capper 


A Strainer Set that housewives 


demand—A Syphon Filter— 
new—that meets a very defi- 
nite need 


All have demonstrated their salability 
in an unmistakable way. All earn good 
profits. 


The Everedy Capper—as sturdy, con- 
venient and effective as we can make it— 
is now better looking than ever with its 
improved nickel finish. 


The Everedy Strainer Set, by protid- 
ing quicker, easier, better results, makes 
nearly every housewife a certain pros- 
pect. 

The Everedy Syphon-Filter filters as 
it syphons with no more effort than 
syphoning alone. Every bottle capper 
owner js a likely buyer. 





To help you sell more Everedy prod- 
ucts you are offered both extensive na- 
tional advertising, reaching millions of 
housewives, and substantial sales helps 
that will be supplied you without charge. 


Write for particulars and ask for proof 
sheet of free cut service. 


The Everedy Company 
Frederick, Md. 
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Why You Should Handle 
Sup 





TRADE MARK 


are absolutely dependable. They are made complete in our 

@® own modern mills, from a special formula of steel, and 

protected against rust by an extra heavy coating of zinc so 
closely bonded to the steel that it will not crack or peel. 


2 


1 Because Super-Zinced Fences are unexcelled in quality and 


Because we help you sell Super-Zinced Fences by adver- 

tising them through the farm papers going into the fence 
@ buyers’ homes in your territory, and we extend other 
re-sale cooperation such as name-list circularizing, booklets, 
circulars, slides, electros, and signs free of cost to you. 





Fences for field, garden, poultry and lawn, also your other 

@ wire needs such asbarbed wire, gates, posts, galvanizedand 
plain wire and wire nails of all kinds. Buying in mixed carloads 
gives you the advantage of carload prices on all these products. 


3 Because our line is complete, including Super-Zinced Wire 


Super-Zinced Fences include the Columbia Hinge- 
Joint brand of field, garden and poultry fences, and 
the Pittsburgh Perfect electrically-welded brand 
of field, garden, poultry and lawn fences. It is the 
most complete line of fences on the market. We 
believe our proposition will interest you and shall 
be glad to give you full information. 


Pittsburgh Steel Co. 


Pittsburgh, Pa. 


New York Dallas Chicago Memphis 
Detroit San Francisco 












eJinced Wire Fences 
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story warehouse of Hibbard, Spencer, 
Bartlett & Co., Chicago. 


fourteen 


Facts 
Every Jobber 
Should Know 
About Backus Woven Boxes 







Filling orders with the 
help of Backus Woven 
oxes. 


The biggest hardware jobbers use Backus 
Woven Boxes because they come in the right 


sized units and because they outwear cheaper 
kinds. : 


Hibbard uses them. So does Buhl Sons 
Co., Detroit. Under thousands of trips, ter- 
rific banging, Butler Bros. say they give 8 
years wear. Therefore, they are infinitely 
cheaper in operation by any standard of 
measurement. 


4 a ee 


er 
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Write for book “Modern Handling Meth- 
ods” —worth reading. With today’s orders 
smaller and doubly numerous than ever be- 
fore—handling methods are so vital that a 
saving or an idea from the other fellow should 
not be overlooked. Book free. | 


A. Backus Jr. & Sons a> 
BA CKU3 1537 Lafayette Boulevard Detroit, Mich. 














#: 
} 
4 


pee SES, PSOE NT aati 50 eR 
PSR edi f ie doe aac 


jt. 
ie 
& 




















Founded 1855 


T 
TT 


Wninnnntil h 


es 


mrt 


iit 
titi 
| 
) 
T 





239 West 39th Street, New York City 
FRITZ J. FRANK, PRESIDENT 
GEORGE H. GRIFFITHS, GENERAL MANAGER LLEW S. SOULE, EDITOR 
Associate Editors: CHARLES J. HEALE, E. V. BILLSTONE, J. A. WARREN 
Contributing Editor: SAUNDERS NORVELI. 
Copyright 1927 by Iron Age Publishing Company 








Volume 119 New York, January 27, 1927 No. 4 





Contents | Coming— 
Trade Winds, by Llew S. Soule 37 Next Week 


Taking the Mystery Out of Paints Increases Sales for Peck 38 The next issue of HARDWARE 


Show Goods the Way They Are Used 39 AGE will be known as the World 
Wide Buying Number, wherein 


An American Character Study (Part VI), by Saunders Norvell 40 ‘ 
we endeavor to clasp hands with | 
Builders’ Hardware Door by Door, by W. N. Thomas 42 friendly merchants on foreign 
Effect of Street Traffic on Retail Hardware Sales (Part II) 44 shores. We have tried to make 
; it a veritable manual of mer- : 
Coming Hardware Conventions 50 , 


chandising information and _ to 
Head Cap Screw Price Lists, by M. M. Godschalk 52 give the merchants of other lands 
an excellent portrayal of Amer- 


ican merchandising? methods. 
DEPARTMENTS: | 














4 
Current News of the Trade 47 : i 
Weekly Washington Letter, by L. W. Moffett 51 | 
General Market Information 53 What Readers Say , 
deiien titel ps About Us | 
“Look forward each week to re- | 
_ . | 
ceiving HARDWARE AGE. Don’t know 
how any hardware dealer or sales- | 
Off R ’ { Hard A man can keep house without it.” 
Branch ce Representatives o ardware Age (Sianed) H. D. Ameoveene, 
Editorial Hutchinson, Kan. 
Ciena, BOOT Othe WOGBs oo ccccccccccsvcccccccccccsescvscccceccees D. M. Andrews 
PhiinGeiphin, 1408 Witemer Big... ccccccccccccsccccccccccccccces James M. Rose ° 
oo 6406-6005 0065004600 0bwerbhes 5066 eueees G. F. Tegan a 
et cee cone cheese COKE 6 OO eC ROCCO eC SeCCORbS F. L. Prentiss 
Cincinnati, 904 ist National Bank Bldg.............cecceccccecees Burnham Finney 
: Be, SB, Ean ob u6 60 6b 00000 Coens eneeeamees coon sees Gerard Frazar “ . ; - . 
rr iis Th cs ocho cetusoceesevcemsseseennneeewe F. 8. Smith We — your magazine very 
ee, Se Cs co cnvcctevesés svaesvaecesesesecen L. W. Moffett much as it is full of useful informa- 
rr ee rr re 1. cece db oe tases oekse nee deesecesesee Charles Downes ‘ ” I 
tion to us. ‘ 
Advertising (Signed) N. H. Lone, 
4 BTR ES TARR PERS AOE 0. J. Knapp Mount Vernon, Tex. 
oc ccccccrset nese cute euseseesceasees Will J. Feddery 
i a. obo ge eébcis JG We WHORE Se hC e800 0% Chauncey F. English 
rr ee teed ne Ge oe tabeee ee eee Harold G. Blodgett —__——_— 
| ee ee es vccckcssdeccwdcceveochepertecseteune R. R. Cronkhite 
ee cnn 6c 0060 0004606000 06s.6 tenbheeeeeees ened P. J. Cosgrave 
SUBSCRIPTION Price—United States, its possessions, Canada, Mexico, Central America. I would not want to be without 
South America, Spain, and its colonies, 1 year, $3.00; 2 years, $4.00. Foreign HARDWARE AGE.” 
countries, not taking domestic rates, 1 year, $6.00. Single copies, 25c. each. Sub- . J 
scription remittance should be made by Check, Post Office Money Order, Express (Signed) FRANK M. RUuE, 
Money Order or Bank Draft, payable to Harpwapg Acs, New York. Schenectady, N. Y. 
Member of the Associated Business Papers 
Member of the Audit Bureau of Circulations 




















35 











36 HARDWARE AGE January 27, 1927 


McKINNEY 
FORGED IRON 
HARDWARE 


As an instance: McKinney Forged Iron 
was used to replace some of the original 
trim on a recently remodeled Colonial 
home. A portion of its original forged 
iron was still serviceable and was 
rustproofed and refinished by 
a aI McKinney. 


» WS agi 












So enthusiastic has 
been the public 
acceptance of Mc- 

pines Kinney Forged 
ay i vay Iron in every de- 
tail that it is now 
just as essential 
for builders’ hard- 
ware concerns to 
carry samples as 
for a jeweler to 
carry diamonds. 
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McKinney has caught 
the tide of interest in 
Forged Iron Hard- 
ware —now the trade can share the a, 
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No longer need you supply only the competi- 7 og if 
tive items and allow the specialty business to go c = ail Ms 
elsewhere. McKinney has made it possible for < 1} Sea 
you to get into this profitable end of the business 
—and with no greater sales cost than disposing 
of a case of butt hinges. 


The basis of this great opportunity is the com- 
bination of artistic merit with standardized units 
which make of McKinney Forged Iron, stock 
items, with all the beauty of ancient craftsman- 
ship retained. 





Many months ago eminent architects were 
commissioned to search through olden records 
and bring forth the exact designs which made 
early craftsmen famous. Experts in builders’ 
hardware patiently worked out the ideal method 
for applying each piece to modern construction. 
Finally, McKinney’s knowledge of rustproofing 
and of permanent finishes produced forged iron 
hardware surpassing anything known heretofore. 
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There are available six styles and sizes of - PS & See 
McKinney Forged Iron Lanterns. They make fr Sy . 
an ideal adjunct to McKinney Hardware. Their f % oe +e 2 ra 
wonderful display value increases sales and bright- a ¥ © A ~~ 
ens the “shopping atmosphere” of the whole store ? q » Y a 
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tRADE WINDS 


By Llew S. Soule 











Getting the Light You Pay For 


E had a visit with a lighting expert 
recently, and what he had to say 


about the lighting of retail stores 
was far from complimentary. 

“As a rule, a good merchant installs 
good lighting equipment,” he said “but 
his interest usually stops with the in- 
stallation. Experience has shown that 
in many cases, from one-half to two- 
thirds of the available light is thrown 
away through failure to keep the fixtures 
clean and the walls properly painted.” 

In other words, dirt is stealing from 
the average hardware merchant, a lot of 
light for which he is paying hard earned 
money. This is a direct loss, but the 
indirect loss is even more serious. 

A store needs good light in order to 
show the merchandise to the best advan- 
tage; it needs good light in the office to 


ward against errors, relieve eye-strain, 
and insure accurate work. In the average 
store, the loss of good light is in effect 
the loss of one of the best salesmen. 

The four principal causes of light 
depreciation are: Dirty lamps and reflec- 
tors; darkened walls and ceilings; poor 
quality lamps; empty sockets and burned 
out bulbs. All of these are stealing the 
light you pay for, and the biggest thief 
in the bunch is Dirt. 

Make it a point to have all lights and 


- fixtures cleaned regularly. Paint the 


store walls and ceilings with a good light 
colored paint, and renew at regular in- 
tervals. Get your money’s worth in light 
and sales. 

Soap and water is as necessary to your 
lighting system as oil to the engine of 
your delivery truck. 


CRO 


Figures to Get a Profit—Not to Meet a Price 


HARDWARE merchant who has 

been exceptionally successful in 

selling builders’ hardware was in 
the HARDWARE AGE offices recently. The 
conversation naturally centered on the 
line he is pushing so successfully. 


How do you account for the progress 
you have made in selling builders’ hard- 
ware? we queried. 


“Well,” he replied, “the main reason 
is because I know the line and can talk 
intelligently on kinds, styles and values. 
The second reason is that I always figure 
to get a profit—not to meet a price, and I 
sell each contract on a genuine service 


basis which warrants a good, clean profit 
to the store.” 

He went on to say that in his opinion 
the average hardware merchant selling 
builders’ hardware lays too much stress 
on price competition, stock turnover and 
detail, but not enough on the right kind 
of selling. The builder is just as sus- 
ceptible to sound selling arguments as 
any one else. 

“I figure the hardware correctly,” he 
said, “and sell my customer on the job 
which will be to his eventual benefit, and 
which includes a reasonable profit for 
myself.” 

Good logic; proved so by real success. 
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One of the strongest appeals to the consumer are window displays of paint showing ordinary household articles which can be finished 
by the average person. A good example of this kind of display is the above illustration of the large window in the store of the 
George W. Peck Hardware Co., Elmira, N. Y. 
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Taking the Mystery from Paints Increases 
Sales for the Peck Co. 


By R. T. Albee 


RACTICALLY every hardware dealer handling a 

quality line of paints has experienced troublesome 

complaints from customers who endeavor to use 
such paints without carefully following the directions as 
given on the can and the advice given by the dealer. 
The result is that such a customer is apt to return and 
complain that the paint was no good—that it had washed 
off or started to peel. Now it is apparent that in prac- 
tically all cases of this nature, where first quality mate- 
rials have been used, that these poor jobs resulted from 
the ignorance of proper application and adverse weather 
or surface conditions. 

George Smith, store manager of The Peck Co., St. 
Johnsbury, Vt., says, “We have, in a large measure, 
eliminated all such complaints by having every one of 
our salesmen familiar with the lines we handle and 
able to give adequate advice and information to the 
customer. With each and every paint sale we caution 
the purchaser to follow the directions carefully. In ad- 
' dition we endeavor to determine what kind of a job 
the paint is wanted for, and in this manner have been 
able to assist the customer to secure the proper mate- 
rials for the work. We regard these policies of impor- 
tance in building good-will for the paint department of 
this store. We have found that taking the mystery 
from paints has increased our sales.” 

Fifteen years ago the management of this enterpris- 
ing Vermont firm realized that a paint department would 
be a money maker. They knew that in order to grow 
as a business new lines must be added continually. 

The hardware firm which refuses to take on additional 
lines soon ceases to function as a going concern and 


eventually becomes a back number. In such a store 
expenses have a strong tendency to increase with greater 
rapidity than cash receipts. 

“We determined from the first,” states Mr. Smith, 
“to handle only quality paints in keeping with our motto, 
GOOD HARDWARE. Consequently we have stocked 
two well known, nationally advertised lines of paints, 
varnishes and enamels. In our estimation merchandising 
well known’ quality paints is much easier and far more 
conducive to customer good will than cheap inferior 
lines. 

“We emphasize to our trade that the first cost of 
paint should not be given too much consideration. The 
best paint is cheapest in the long run4—yes, perhaps, in 
the long rain. However, every hardware man knows 
that there are in every town people who expect a first 
quality paint at a ten-cent store price. It has been our 
policy to educate our customers into appreciating the 
better grade. 

“Our paint department has been built up on the fol- 
lowing principles: 

1. Quality line—well displayed. Effective display sells 

paints. 

2. Complete stock. Having what your customers want 

at all times. 

3. Judicious advertising. 

4. Giving the customer the correct paint for his needs 

and helpful advice as to its correct application. 

“Using these methods we are now turning our large 
paint stock between four and five times annually. 

“Approximately 10 per cent of our retail paint trade 
is made up of painters, while 50 per cent are women 
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and the remaining 40 men. Of course, painters usually 
know what they want and how to apply it, but the other 
90 per cent we -find it advisable to give more or. less 
informatton and sérvice. 

‘In our experience, covering fifteen years, the ad- 
vice which our salesmen give, coupled with our injunc- 
tion to follow the manufacturer’s directions, enables our 
customers to do a good job, and they are, as a result, 
satisfied. They, in turn, tell their friends about our 
good paints and courteous treatment—serving in this 
manner as an effective advertising medium. 

‘Here are some of the elements we try to instill into 
the minds of our purchasers to insure a good paint job: 

‘1. Paints should be mixed and prepared with respect 
to the nature of the surface to be covered. The pig- 
ment, solid, and the liquid, bond, must be present in 
the correct proportion to insure a good job on both 
the normal and porous surface. The right paint for the 
job is essential. 
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“2. For the porous surface, the directions as given by 
the maker on the can should be followed. Paint im- 
properly applied to this kind of a surface will undergo 
rapid destruction by the elements. 

“3. Every paint job requires a particular kind of brush 
to insure a satisfactory job. The brush is certainly 
equally as important as the paint. No one would use 
a brush which is used to paint the exterior of houses 
to do a satisfactory job on furniture or interior wood- 
work. The brush needed depends upon the nature ot 
the job, taking into consideration the paint to be used 
and the surface upon which it is to be applied.” 

As a result of this interview, it was apparent to the 
writer that The Peck Co. intends to make a satisfied 
customer with each sale in every department. With 
respect to the application of this policy to the paint de- 
partment, it surely has paid them in increased earnings 
and customer good will to give efficient, helpful, friendly 
advice to paint customers. 








Show Goods in the Way They Are Used 


ERE is a photograph of a window display of 
wood-cutting tools, arranged by George F. Hau- 
ber for the Emigh-Winchell Hardware Co., Sac- 

ramento, Cal. Hauber says the window wasn’t much 
from an artistic standpoint, but that it certainly sold 
wood-cutting tools. It represents action, as much as that 
can be represented by an inanimate figure. But what is 
much more important from the viewpoints of the window 
trimmer, the merchant and the customer, it shows axes 
and saws, and mallets and wedges in approximately the 
same atmosphere in which they are used, that is to say, 
in what is meant to be a woodshed. 

That is the central idea of the display, and the reason 
it is worth our while to publish it. Hardware men who 
study it and remember it, will profit by it. 

In many of his displays Hauber attempts to show 
mnerchandise in the atmosphere in which it is to be used. 


When he shows axes he tries to arrange his window so 
that it will look something lke a woodshed. When he 
displays hunting equipment he tries to fix up something 
to remind people of the woods. 

People are not very often interested in merchandise. 
But they are interested in the use of merchandise. To 
display goods in the atmosphere in which they are to be 
used quickens interest, arrests attention and stimulates 
the latent desire for possession or realization. People 
have to want something before they will buy it. One of 
the chief functions of display, indeed, many regard it as 
the main purpose of display, is to show merchandise in 
such a way that people will want to own it. To do this, 
show your merchandise, as nearly as you can, in the at- 
mosphere in which it will be used. It’s worth remem- 
bering. 
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An American Character Study 


Sixth Article 


By Saunders Norvell 


ITTING with me in my office in Union Square, in 
an easy chair, Reierson smoked a cigar and watched 
the rings of smoke hang in the still air. “Now, 

Charlie,” said I, “in concluding this article, I want you 
to give me, in your own language, your impressions of 
the strenuous years through which you have just passed.” 
| called in my secretary, and she took down his remarks 
in shorthand. These, then, are the thoughts of Charles 
|.. Reierson in retrospect after these busy years. 

“In looking backward through the years of a very 
lusy and greatly varied experience, it is impressed upon 
me that the general essentials of business are about alike 
-—no matter what the line, the fundamentals are the 
same. Confidence is essential to permanent and satis- 
factory relationship. It cannot be secured without being 
earned, and when earned it must be jealously main- 
tained. Integrity is the keystone which supports the 
arch of confidence—integrity not only in the business 
methods employed but in the quality of the product. 

“T have often thought of the old Persian legend in 
which a manufacturer of those days—of rugs, perhaps 
—claimed for his product an element which did not 
enter into that of his competitor. He referred to it 
mysteriously as ‘The Priceless Ingredient.’ Pressed for 
a definition, he explained, “The integrity of the maker!’ 
So it must also be in modern times. 

‘Quality’ has always been a hobby with me. I in- 
sisted upon constant research, experimentation, develop- 
ment and improvement in the quality of Remington prod- 
ucts. The often-repeated statements of our manufactur- 
ing department that this product or the other ‘is as good 
as any of our competitors’ make’ cut no ice with me. 
lt had to be better, if it could be made so. Under my 
regime many noteworthy improvements in ammunition 
were made. 

“With the advent of the ‘automatic’ type of pistol, 
there came a flood of complaints about these arms being 
‘blown up.’ It was a puzzling problem to learn why 
and how. It was occurring with all makes of ammuni- 
tion. Finally we located it. The automatic pistol, with 
its somewhat complicated action and delicate working 
parts, requires a lot of lubrication—much more than the 
old style ‘rough and ready’ revolver. The lubricating 
oil in the pistols, coming in contact with the cartridges 
in the magazine of the arm, would seep past the bullet 
or the primer into the shell of the cartridge, with the re- 
sult that the strength of the powder in the shell was im- 
paired—weakened. The user of the arm would fire 
such a cartridge, but as there was not sufficient force 
in the weakened powder charge to drive the bullet 
through the barrel, it would lodge there, fitting tightly, 
while the fired shell would be ejected, and the arm would 
automatically reload and cock itself, all set for another 
shot. The next cartridge would probably be a normal 
one, having full strength, and when fired the pistol 
would be blown to pieces. 

“Therefore we set about making cartridges for that 
type.of arm so accurately constructed that oil could not 
get into them—a difficult job, but one that was finally 
accomplished. Hence ‘Oil Proof’ cartridges became an 
accomplished fact. 


able to get. 


“Paper shotgun shells had always given considerable 
trouble since the repeating and auto-loading types of 
shotgun came into general use. The trouble was that 
they absorbed sufficient moisture to make the crimped 
ends of the shell soft and flabby. The plungers in the 
magazines of such arms, backed by springs of sufficient 
strength to force the shells out of the magazine for re- 
loading the gun when fired, would batter or ‘flatten 
out’ the crimped end of the shell to such an extent that 
it would not enter the chamber of the gun. This has 
probably been the cause of a good deal of profanity 
on the part of shooters, as it had a way of occurring 
just when a wonderful shot might have been had! 

“Years of patient, trying and often discouraging ef- 
fort, research and experimentation finally resulted in the 
production of a paper shell so nearly impervious to mois- 
ture as to overcome all the old troubles referred to. It 
was worth the effort. The shell thus produced was 
so good that I sold millions of them to a Commander 
of the U. S. Navy in 1917 when he came in to place an 
order for brass shells to be loaded with ‘stars’ of red, 
green, blue, etc., for night signaling purposes. [brass 
shells were very much more expensive and were really 
no better. It was the first time the U. S. Navy had 
ever accepted paper shells for such purposes. I later 
learned that these shells gave entire satisfaction in that 
great hunt for German submarines in the rough waters 
of the North Sea in winter. 

“The corrosion or rusting of rifle barrels, especially 
those of small bore, like the little 0.22, which are so difh- 
cult to clean properly, has long worried riflemen the 
world over. Modern smokeless powder does not cause 
corrosion or rust if any reasonable attention is given to 
cleaning the arm after it is used. Certain chemical in- 
eredients in the priming mixture cause the trouble. 
About two years ago I heard of a well known ballistic 
expert who had retired from the service of one of our 
competitors, and who had been experimenting with. a 
priming mixture which he felt would overcome the cor- 
rosion evil. He was employed and was given every 
facility at Bridgeport to continue his experiments and 
research. Within the past few months a cartridge has 
been placed on the market which will be welcomed by 
riflemen and which promises to overcome much, if not 
all, of their old troubles of corrosion of the inside or 
‘bore’ of rifle barrels, resulting in ‘pitting’ and loss of 
accuracy. 

“These are three of the outstanding developments, 
but there have been many others not so well known, all 
tending to give to the consumer a better shell, a better 
cartridge, a better gun than he has ever previously been 
‘Quality’ is appreciated by the sportman, 
and today he is getting it in greater measure than ever 
before. 

“You see, I have always been a keen sportsman. [| 
have hunted and fished all over the country. I have, 
therefore, a keen appreciation of what the sportsmen 
want. I know what they want because I have wanted 
it myself. I have-had the great advantage, in the arms 


and ammunition business, of knowing those lines at first 
hand and feel that in that intimate personal knowledge 
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of our product, I had a distinct advantage. Always a 
close student of guns and ammunition from boyhood, I 
have made it a point to become as familiar with the 
products of my competitors as with our own, and be- 
lieve me, that helped, too! 

“So it was in the cutlery business. I knew cutlery. 
I had handled and sold it for years. It was not a new 
line to me. I knew the demands of the trade. I know 
how to sell cutlery. I know it cannot be done without 
samples. Show me a salesman who religiously carries 
his cutlery samples with him all the time and who just 
as religiously shows them to all his trade, and I will 
show you a salesman who is selling cutlery. Many job- 
bers have told me that their salesmen will not carry a 
cutlery trunk or even one roll of cutlery. Those sales- 
men are making a mistake, unless, of course, they are 
without any particular ambition and feel that they are 
making enough money out of hauling specialty sales- 
men, who are sent to help them sell goods, in their ‘jit- 
neys’ at a charge of $3, $4 or $5 per day! 

‘I always believed in carrying samples and was never 
without something to show my customers—something 
new, if possible. One year I began the new year with 
fourteen trunks of samples. I had all sorts of stuff for 
the spring and summer trade, such as fishing tackle, 
hammocks, baseball goods, a full line of brushes, curry 
combs, steel goods, tools, cutlery and, I remember, a 
trunk of buggy-whips. That was before the days when 
the automobile came into general use. I have often 
wondered what ever became of all those buggy-whip mak- 
ers in Westfield, Massachusetts! 

“Unpacking, displaying, straightening up and _ re- 
packing so many samples took a lot of time that should 
have been devoted to selling. Incidentally, it took a 
lot of energy, especially the re-packing, late at night 
after a hard day’s work in a cold sample room. I made 
an experiment and hired a negro ‘packer,’ Joe. I paid 
Joe $1 per day. Aside from railroad fare, he wasn’t an 
expensive luxury. That was in Louisiana, and he man- 
aged to exist on $1 per day for hotel bills. 

‘Arriving in a certain town, I would see to getting a 
sample room. After looking it over, I would tell Joe 
where and how to display the various lines. While he 
unpacked, I called on the trade. When I went with a 
customer to the sample room, all was in readiness. 
When I finished with him, Joe would straighten up or 
rearrange the samples for the next victim. When we 
were through with all the customers in that town, Joe 
was told to pack up, get the trunks out to a certain sta- 
tion, buy two tickets and check the trunks to the next 
town. It was a great success. It enabled me to cover 
my territory at the most important time of the year 
with a full line of samples in a minimum of time. I 
had an enormous business. It paid big dividends. Sam- 
ples always do. 

‘‘My catalog case was heavy and Joe’s grip was light, 
so whenever possible, I had him carry the catalog case. 
One day he missed the train, and at the next town I had 
no catalog. My customer there needed a lot of goods 
and was in a hurry for them. I did not want to spend 
two days there, and there was but one train a day. I 
suggested we use the customer’s catalog, but he rather 
rebelled at that, saying he always wanted a copy of his 
order and wanted it priced. I told him I would give him 
a copy and would price every item. I offered to bet 
him a hat that none of the prices would be changed at 
the house’s end. He was a good sport and gave me an 
order for a lot of stuff—several hundred dollars’ worth. 
I wrote it on plain paper, using a carbon sheet to make 
his copy, and priced every item. Not a price was 
changed. Ever after he was extravagant in his praise 
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of me as the best-posted hardware salesman he had 
ever known! That paid dividends, too. The trade likes 
to deal with a man who knows his business. 


Handling Men 


“It is just as necessary to have the confidence of one’s 
own employees as of one’s customers ; otherwise the or- 
ganization will not run smoothly and harmoniously. The 
men down the line must have confidence in the ‘boss.’ 
They must feel that he knows what he is talking about 
when he talks with them, and above all, they must feel 
that he is square. These qualifications are essential to 
handle men and get the best out of them. 

“It has always been my good fortune to get along 
splendidly with my associates, whether superior or subor- 
dinate to me, and I believe it has been due to the fact 
that I have always been frank and fair with them. My 
first executive job was handling a large number of sales- 
men for the Simmons Hardware Company. There was 
not one of those boys who would not have done every- 
thing in his power for me. When we had a special job 
we wanted done—a special ‘drive’ on some line—they 
could be counted upon to do it, and do it well. They did 
it willingly—enthusiastically—the way that gets results. 
Many of those old salesmen are today among my best 
friends. I hear from a lot of them regularly—and 
am always glad to. ; 

“In discussing business problems with my associates 
| have always asked for the frankest sort of discus- 
sion, realizing that in no other way could the great- 
est good come from it. We differed many times, 
and honesty compels me to admit that frequently I was 
wrong. The frankly expressed ideas of some subordi- 
nates have more than once given me a new slant on 
things. I have known so-called executives who grow 
violently angry when a subordinate dares to express a 
contrary opinion. Of what benefit is a discussion or 
‘conference’ under such conditions ? What good can come 
from it? Soon the word is passed down the line through 
the whole organization that the way to get along with 
that man is to “yes him along,’ and the result is that he 
gets the benefit of the opinions of none other than him- 
self. 

“Through fair treatment of men I have always been 
able to hold the men I wanted to hold and get men from 
other organizations if I wanted them. The reputation 
of ‘the boss’ travels about quite a bit, and he benefits or 
suffers according to the nature of it. After all, we are 
all members of the same great family, and none of us 
is here for very long, at best. Accordingly, on the theory 
that we get out of life just about what we put into it, 
why not proceed along lines that wilf create good feel- 
ing, confidence, respect, esteem and friendship in the 
minds of those with whom we come in contact, thereby 
reaping the same harvest ? 

“Naturally, in a good many years’ experience as an 
executive I have had to ‘hire and fire’ quite a few men. 
There is no infallible formula for judging men as to 
their ability and fitness for the positions for which they 
are employed. However, after years of experience one 
gradually acquires, through a study of men and through 
experience in handling them, a sort of ‘sixth sense’ or 
intuition which warns against some men, though not 
pointing out specifically, perhaps, in what particular the 
applicant may be wanting. It is well to heed that intui- 
tion. 

“In ‘firing’ men, just as in disciplining subordinates, 
I have always avoided doing so in anger. As a rule, a 
man feels badly enough about losing a position through 
his own fault, and there is no necessity, in my opinion, 

(Continued on page 69) 
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Builders’ Hardware Door by Door 


Communicating Doors 
By W. N. Thomas 


EDITOR’S NOTE.—This is the thirteenth installment of a new series of articles on builders’ hardware appearing 


every two weeks m the columns of HARDWARE AGE. 
knows how to tell his story. 


are not found in dwellings as frequently as some 

other types of doors, however, in the higher class 
dwellings there will usually be one or more. In hotels, 
office, and other similarly used buildings, communicat- 
ing doors occur quite frequently. Sometimes it will be 
a single door between two rooms, this is known as a 
“single communicating” door. At other times there will 
he two doors in one opening, the doors opening in 
opposite direction. These are known as “twin com- 
municating” doors, and are arranged in pairs to prevent 
the noises in one room being heard in the other room. 

Wherever communicating doors, either “single” or 
“twin,” occur the butts used should be of the same 
quality and size as used for the other doors on the same 
job, and they should match in finish the hardware in 
the room into which the doors open. 

The manner in which these doors are used requires 
locks quite different from the locks suitable for room 
and other passage doors. At times communicating doors 
are used as simple passage doors with free use from 


* OMMUNICATING doors (doors between rooms ) 





At left (Fig. 1) type of 

lock for communicating 

door two dead bolts. 

Above (Fig. 2) turn knob 

for independent  oper- 
ation. 





either room in which case a lock with a latch bolt only 
would be all that would be required. However, there are 
times that these doors are wanted locked, and locked in 
such a way that the occupant of each room has control 
from his own side. This requires two dead bolts, one 
controlled from each room. ‘These bolts are usually 
made to work through one hole in the face of the locks 
(1) and are known as “twin bolts.”” Each of these bolts 
is operated independently from its own side of the door 
hy a “turn knob” (2) while the latch bolt is operated 
from either side by a regular “door knob.” A lock of 
this type is quite suitable for a “single communicating”’ 
door in a dwelling or other buildings where further 
control is not required. 

In hotels, institutions, and some office buildings, the 
management of the building, because of the way in 
which the rooms are rented, requires that a lock be 
used that can be controlled, in addition to the latch bolt 
and “twin dead bolts,” by a key (3) which is retained 
hy the management. When adjoining rooms are rented 
to one person or party the management of the building 
unlocks with the key the communicating door or doors, 
after which the occupants of rooms may have the doors 


The author, W. N. 
The next installment will appear in the February 10 issue. 


Thomas, is an acknowledged expert and 
Watch for it and read tt. 


open or closed as is convenient and can lock them by 
means of the turn knob. This key arrangement pre- 
vents the rooms being used en’suite without the con- 
sent of the management. It is customary to have such 
locks “keyed alike” in one set as the management alone 


At right (Fig. 3) 

type of lock con- 

” trolled by twin 

dead bolts and a 
key. 





has the key, and there is no special advantage in putting 
these locks in the regular master key system of the 
corridor door locks, which master key system should 
he kept as simple as. possible. 

Right here may be a good place to urge that all master 
keying, grand-master keying, and other keying systems, 
be kept down to as simple a basis as will meet the real 
needs of the owner or occupant of the building. Such 
keying does not add to the security of the locks, but 
rather adds complications which increases the oppor- 
tunity for wear and possible trouble. Recommend 
“special keying” for real utility and convenience and 
omit the “fancy keying possibilities.” : 

lf the doors are “twin communicating’ each door 
should have’a lock with but one dead bolt (4) which 
will be operated from one side only. In this way, each 
room is protected by its own door which is locked on 
that side only, and while the occupant of either room 
may open his own door he cannot open the second door 
until it is unlocked from the other side.. These locks 
may be had with key control the same as the locks with 
twin bolts, as described above. 

The trim for communicating doors whether “‘single’’ 
or “twin” should match in design and finish the other 
hardware used on the other doors in the building. When 


At left (Fig. 4) type of 
lock with one dead bolt 
operated from side only 
for use on twin communi- 
cating doors. 
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the doors are “single” the knobs are the same on both 
sides of the door. It is becoming more and more com- 
mon to use what is known as “‘screwless spindle” knobs 
where good quality hardware is used. With them better 
adjustment can be obtained and with their rose or 
escutcheon bushing they have a more stable operation, 
with consequent increased satisfaction to the occupant. 

The escutcheons may be either of the elongated type 


At left (Fig. 5) 
type of flush han- 
dle and at right 
(Fig. 6) door ring 
handles 





or sectional trim, with the rose and turn knob separate. 
For thin wood doors the long escutcheon trim is much 
more rigid as the screws go into the wood above and 
below the case of the lock, while in the sectional trim 
the screws for the rose and the turn knob must be very 
short or. they will strike the case of the lock. If the 
doors are 134 in. thick or over, there is usually enough 
wood to hold the screws fairly well. 

When the doors are “twins” they are hung quite 
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close together so there is only a small space between 
them. On this account, regular door knobs cannot be 
used between the doors. Sometimes they are so close 
together that it is necessary to use a flush handle (5) 
of some kind. When there is a space of 2 in. or so 
between the doors drop ring handles (6) of some style 
may be used. The room side knob is the same as for 
“single communicating” or other doors. ‘The turn knob 
should be on the room side only and the same as for 
“single” doors, either sectional or with long escutcheons. 

Ordinarily the only other hardware required for these 
doors is base knobs, either of wood or metal to match 
the other doors. 


Questions: 

1. What is the difference between “single” and 
“twin” communicating doors? 

2. Do the butts for communicating doors need to 
be different than for other doors? 

3. How would you key communicating locks for a 
hotel building P 

4. What kind of bolts for “single” and for “twin” 
doors? 

5. Should the trim be the same for both sides of 

twin doors? 





How Much Ice 


By Charles 


E fellow who is about to cut ice will help you 
store away cold dollars in your cash register if 
you will cater to him now. Show him that you 

are cutting a lot of ice in your community with the ice- 
cutters. Make jack by making Jack Frost make sales 
for you. Put the icing on your sales cake by featuring 
and displaying in your windows a complete line of ice- 
cutting tools. 

Now that the ice-harvesting season is on, take full 
advantage of this sales opportunity. Cash in on it be- 
fore the ice melts and your chance to make extra profits 
melts, too. Give the cold shoulder to carry-over by fea- 
turing seasonable goods. Make the country folk near 
you warm up to you by supplying their ice-cutting re- 
quirements now. Many dreamers have tried to make 
money by getting salt out of sea-water; you can easily 
salt down additional profits by getting sales out of frozen 
water. Almost every lake and pond near you now holds 
money for you. Now is the time for action. 


Here is a list of items that will sell now—items 
needed for ice-cutting: 


Ice Plows Saw Sets 
Fork Bars Saw Clamps 
Breaking Bars Ice Creepers 
Bar or Packing Chisels Hob Nails 
Floor Scrapers Boot Calks 


Splitting Chisels Tackle Blocks 
Needle Bars Pulley Blocks 
Ice Hooks Rope 

Ice Hook Handles Pike Poles 
Hand Ice Saws Ice Tongs 
Pond Ice Saws Car Hooks 


Cross Cut Saws Ice Breakers 
Cross Cut Saw Handles Sawdust Scoops 
Saw Files Ice Axes 

File Handles 


Will You Cut? 


P. Catlin 


Of course, there are other items, too, that Jack Frost 
and Old Man Winter will help you sell—items that will 
help you win sales in winter and inter dull days. Such 
items are: Skates, skis, snowshoes, sleds, snow shovels. 

Feature and display them, too. 

Window displays of timely, unified lines tell what 
vou have to sell. They indicate your aggressiveness 
and prove your ability to serve your townspeople and 
country folk. They keep home trade at home and estab- 
lish f6r you good-will. 

The hardware storekeeper who stocks and sells only 
the articles his customers demand, never suggesting pur- 
chases to them, fills a certain place in the community. 
He 1s entitled to all he can get. But he cannot get much 
or get far. To get ahead and cut down overhead, use 
a little headwork. The hardware merchant who thinks 
for his customers, who sees what articles they can use 
and he can sell to advantage, then fedtures these articles 
in window displays and advertisements, performs an 
invaluable service to all who live within a shopping 
radius of him. He is the man who succeeds. He cuts 
ice in his community and turns it into cash in his cash 
register and bank and into success and pleasure in 
life. 





Time is wasted—(your time and the time of the cus- 
tomer )— when goods are displayed without price cards. 
Likewise much of the sales appeal is lost when prices 
are left out. 

A plainly marked price card breeds confidence and 
sales ; lack of it breeds suspicion that prices are too high. 
* *« * 

The man who is wrapped up in himself is usually a 
small package. 3 
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Effect of Street Traffic on Retail Hardware Sales 


Why the dealer should work for betterment 
and how 


(The second of a series of three articles by Eames Forhan on Effect of Street Trafic) 


Hf: previous article outlined some features of 
street traffic congestion which react unfavorably on 
the business of the retailer. As said before, these 
evils are more prevalent in some cases than in others. 
We may find them entirely missing in the case of A 
and all of them working against the business of B 
and C. 
How shall simple remedies be applied to the conditions 
described ? | 
How can the retailer himself improve conditions? 
Single-handed there is not a great deal that can be 
done, but collectively retailers in a given area can do 
much. At present, where conditions are at their worst, 
they are working along these lines: 
a——Providing parking space off the streets for cus- 
tomers 
I—Vacant lots 
II—Alley ways 
[{]—Courtyards where available. 
bh—By working for parking rules that will permit the 
shopper or customer time to transact maximum 
business in the store. 
c—Providing garages for customers. 
I—wned by merchants collectively and made to 
be self-supporting. 
1!—Owned by others, with dealers’ support. 
—Clearance of alley ways at certain hours of the 
day when jobber and supply house deliveries are 
made. 
e—Pushing, through trade associations, for better local 
traffic regulations, especially at intersections. 


Growth of Garage Idea 


Retailers of all kinds are recognizing the growing 
need in the cities for parking garages, where parking 
space is now available, and these are being financed in 
many cases by local associations as a protection for each 
retailer against encroachments of traffic. This move- 
ment, now in its early stages, promises to eliminate in 
time many of the evils outlined previously in_ these 
articles. 

For the most part these garages are self-sustaining, 
and in some cases have even been profitable. In many 
cases certain purchase amounts give the customer free 
parking space otherwise paid for. 

The lack of capital for large public garage enter- 
prises has held back private individuals from building 
in order to accommodate the shoppers who drive to do 
their buying, but who are up against impossible traffic 
conditions. This has forced the mercantile world—the 
retail end of it—to take a hand for self-protection. 

We have stated before that many dealers suffer losses 
in time and money, as well as trade, by congestion that 
makes egress and ingress difficult at certain hours of 
the day for delivery men with merchandise to get in- 
side when most needed. 

An adequate garage or lot-parking arrangement, with 
a limited street parking street rule, tends to make the 


dealer's doors available for the trucks and delivery 
men of supply houses and wholesalers at all times. 
Again, many dealers are engaged in fighting for some 
‘loading zone’”’ arrangements whereby the trucks and 
wagons of neighboring, as well as distant, business 
houses cannot block traffic to freight and customer doors. 
The whole question of a dealer’s defense from injurious 
traffic congestion hinges on this: 


Does Regulation by Police Help or Hinder the 
Retail Business? 


Some might answer: “Yes and no.” Possibly, the 
form and extent of police regulation is important. 

While in a measure the local traffic problem of the 
individual dealer is hitched up with the general system 
of traffic regulation in the city, in which he is located, 
the immediate conditions require special study. By rea- 
son of peculiar locations near intersections, individual 
retailers often suffer from congestion beyond the av- 
erage of their neighbors and competitors. 

This is particularly true of the small store with nar- 
row frontage and inadequate loading and unloading 
facilities. 


Regulation for Traffic 


Practically all municipal traffic regulations are ad- 
justed to the needs of traffic and secondarily to the 
needs of local business men. ‘That is why trade asso- 
ciations find it necessary to keep posted on new rules 
and to see that rules are not discriminatory against the 
member retailer. 

The interests of the passerby and the retailer are not 
by any means identical; a no parking rule on a dealer’s 
street deprives him of a lot of business which he would 
otherwise get and serves to reduce the value of his 
location. On the other hand, a too liberal parking ar- 
rangement on the streets works against the retailer by 
increasing congestion. It is generally accepted as a 
fact that a limited parking rule, based upon the average 
shopping period in the region, works out best for all 
concerned. 

To establish an average shopping period, from two 
minutes to two hours, isn’t simple, since business is 
largely mixed in any congested region. But such stand- 
ards have been arrived at in the larger cities and applied 
with success, largely through the instrumentality of mer- 
chants’ associations and other civic bodies. 

The trade, of course, has to take its chances with its 
neighbors. The dealer doing business in outlying busi- 
ness centers is finding that traffic regulations draw more 
tightly about his business as time goes on and vehicular 
traffic increases. He is much better off in this-respect, 
however, than the competitor further downtown. 

There are periods during the business day when no 
parking rules are applied and when much of his busi- 
ness is transacted. But the “peak hours” in the region 
subject him to many of the handicaps noted previously. 

It would be difficult to arrive at any reliable figure on 
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the cost of avoidable traffic congestions to retailers in 
general, but some interesting estimates are furnished by 
the United States Department of Commerce, which in- 
vestigated certain phases of this problem. 

Quoting: “Much has been said about delays in the de- 
livery of merchandise both bought by the retailer and 
sold by him which occur regularly as a result of vehicu- 
lar traffic congestion, occasioning an additional buying 
expense and increasing selling cost. Detailed 
traffic tallies in a city of more than 175,000 population 
indicated that congestion was costing the community 


$35,000 per day .. .” 
Injuries from Repairs 


Every retailer in the trade suffers to some degree and 
upon occasion from nearby streets under repair, or by 
local building operations, and this merely adds to his 
losses through faulty or lack of general traffic control ; 
it is a thing he has to reckon with and always will, 
apparently. 
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In spite of regulations and efforts on the part of 
municipalities to reduce these tie-ups and detours, 
through night work, very little improvement is notice- 
able. 

Now and then a detour may shut the dealer off from 
90 per cent of his normal trade, and over such a situa- 
tion he has little or no control. The best he can do is 
to protest either individually or through his trade or- 
ganization for prompt rectification of the conditions. 
Usually he just puts up with it and says nothing. 

To sum up: The trade—the retail end of it—has a 
vital interest in all traffic regulation within the area of 
the dealer; it is up to him individually to see that his 
rights are not violated in this respect. 

There are so many “interests” fighting for favoritism 
in the matter that the merchant is absolutely required to 
keep awake on the rules and regulations that are applied 
to his immediate territory. Otherwise he is apt to get 


the worst of it. 
Enp oF II 





Do Chain Stores Have Advantage? 


Their basic theory said to be wrong and any claim: of 
savings erroneous 


merchandising counselor of this city, do not play 

the part in the economic life of the country that 
is generally supposed. For this, he said yesterday, there 
are several reasons. One of these is that the basic theory 
of chain stores is wrong. 

“This theory,” Mr. Riegel explained, “is that by tying 
up a number of stores together, both the buying and sell- 
ing costs are lower, and that, therefore, the consumer 
gets the benefit of two savings. Even if there were 
such savings it is unlikely that the consumer would get 
them. Chain stores are not built for the public benefit. 

“Analyze the claim of ‘our enormous buying power.’ 
In the first place, the only buying power there is is 
the public buying power. The advent of the chain store 
has not increased this one penny. The chain store sys- 
tem having a thousand stores, naturally buys more than 
a single small-town merchant, but it does not buy any 
more than a thousand such merchants. Ask any whole- 
saler or manufacturer whether he prefers a thousand 
accounts of $1,000 each, which is $1,000,000, or one 
account of $1,000,000. He will tell you that he prefers 
the thousand accounts, for the simple reason that it is 
safer to have them. The lure of the big order is not as 
great as it is professed to be, and the bargaining of the 
chain store usually ends in securing a slightly smaller 
package or a slightly lower grade of merchandise. 

“There are always opportunities in trade to take ad- 
vantage of conditions of distress to secure price conces- 
sions. As a steady diet, however, no manufacturer or 
wholesaler is going to sell merchandise without a normal 
profit. Grouping together a number of orders does not 
actually increase the volume of business, and it does not 
effect any economies in distribution. Whatever of such 
costs the chain store saves the wholesaler, it must in turn 
expend in distributing to its various warehouses and 
stores. 

“Chain stores do sometimes secure secret or camou- 
flaged price concessions, but they secure them by devious 
methods instead of by effecting some economic saving. 
Consequently, their efforts sooner or later meet with 


Cm stores, in the opinion of E. C. Riegel, a 


resistance from those who have been despoiled of legiti- 
mate profits. If there were really any economic ad- 
vantage in sending to a wholesaler or manufacturer the 
order of a thousand stores on one sheet of paper instead 
of on a thousand different sheets of paper, there would 
be nothing to prevent a thousand home store merchants 
in as many cities from so combining their orders and 
thus creating an ‘enormous buying power.’ 

“Let us see how the magic of being one of a chain 
enables a store to sell at lower costs. No one store can 
do the work of another. So, for all practical purposes, 
the chain store is an individual unit when it comes to 
selling, and it has the same costs for whatever service it 
renders. By reading its advertising it is found to pro- 
fess to save by selling only for cash, by making no 
deliveries, and in some cases even requiring self-service. 

“But is ‘big business’ needed to impose these limita- 
tions upon the consumer? Can’t any individual home 
store merchant impose these same rules if they work for 
the benefit of the customer? He can, but he won’t. He 
shouldn’t. The chain store must, and that is its limita- 
tion. It is a cold-blooded business institution. It has 
to do business through a hired manager with people who 
are utter strangers to it. Hence it adopts the cash 
policy. Next it tries to make a virtue of necessity by 
advertising that credit produces great losses, and that 
the city is infested with dishonest people who impose 
burdens upon their honest neighbors through the credit 
system. Yet, from nation-wide statistics we learn that 
losses from giving credit to the American people amount 
to less than the cost of wrapping material. 

““Big business’ is supposed to be more scientific than 
‘little business,’ but it has not proved to be so in fetail- 
ing. Without any pretense of science the individual 
retailer is really more economically correct than the ‘see- 
how-big-we-are’ fellows. He no doubt got thereby 
merely doing what the home folks wanted him to do— 
by being accommodating. 

“The loud noise that chain stores make has caused 


some surveys to be made. One of these was by the 
(Continued on page 68) 
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Those sitting at the speaker’s table were 


Nearly One Thousand Hear J udge J 3 Warren J. Frank Littell, Newark, N. J., secretary 
Davis at Metropolitan Hardware Banquet 


_ 


Thirteenth Annual Banquet of Association at Hotel Commodore, New 


York, on January 20 Proves Huge Success—Concert Program 
Follows Dinner 


EARLY one thousand hardware men and guests enjoyed an address 


on the subject “Conducting Your Case,” 


by the Hon. J. Warren 


Davis, United States Circuit Judge for the district comprising New Jersey, 
Pennsylvania and Delaware, a feature of the thirteenth annual banquet of 
the Metropolitan Hardware Association, held in the Grand Ball Room of 
the Hotel Commodore, New York City, on the evening of Jan. 20. 
President Henry A. Cornell presided, and following the invocation by 
the Rev. M. Joseph Twomey, D. D., chaplain of the organization, who 
has the distinction of being both a clergyman and a former hardware 
merchant, turned the meeting over to R. J. Atkinson, Brooklyn, N. Y., vice- 
president of the National Retail Hardware Association, as toastmaster. 





Showing a portion of those present at the thirteenth annual banquet, Metropolitan 


Hardware Association, 


in Grand Ball Room, 


Hotel Commodore, New York, 


January 20. 


Following a few remarks on the activi- 
ties of the Hardware Council, Toastmaster 
Atkinson introduced Hobart R. Beatty, 
Clinton, Ill, N.R.H.A. president, who 
complimented the Metropolitan Associa- 
tion, its officers and the four Metropolli- 
tan associations under whose auspices the 
banquet was held for their excellent work 
in making the affair such a success. 

Gov. A. Harry Moore of New Jer- 
sey, who was scheduled as the speaker of 
the evening, was unable to be present 
owing to an illness which is confining him 
to his bed. Governor Moore, however, 
sent a very able substitute, the Hon. J. 
Warren Davis, U. S. Circuit Judge for 
New Jersey, Pennsylvania and Delaware, 
who, following an introduction by Toast- 
master Atkinson, gave an interesting ad- 
dress on “Conducting Your Case,” ad- 
vising those present not to be too hasty 
in bringing cases to court and to know 
their cases thoroughly before bringing 
court action of any kind. He brought out, 
with several humorous examples, that the 
great bulk of humanity today is honest 
and will not tolerate the upholding of 
crime. He also said that success today is 
the result of work, hard work, and closed 
with the poem, “This is the Life Today.” 


Toastmaster Atkinson in his remarks 
paid a grateful tribute to the splendid 
work of President H. A. Cornell and 
other members of the banquet committee 
in their arrangements for the event. The 
dinner was concluded with an excellent 
concert program, in which some of Broad- 
way’s celebrities participated, under the 
personal direction of Thornton Webster, 
assisted by Jack O’Kane. 





Al Cornell 


Metropolitan Hardware Association; Ar- 
thur Shimmel, New York City, treasurer 
Metropolitan Hardware Association; H. 
A. Vogt, president of Brooklyn Hardware 
Association; Edward Ferguson, president 
Manhattan and Bronx Association; Wal- 
ter M. Baxter, president Westchester As- 
sociation; Louis Schelling, president 
North Jersey Association; Assemblyman 
A. G. Birkenmeir, Jr., Newark, N. J.; 
Judge J. Warren Davis; Rev. M. Joseph 
Twomey, D.D., Chaplain, Metropolitan 
Hardware Association; H. A. Cornell, 
president Metropolitan Hardware Associa- 
tion; R. J. Atkinson, N.R.H.A. vice- 
president; Hobart R. Beatty, N.R.H.A. 
president; George Allen, president New 
York State Retail Hardware Association ; 
Robert J. Murray, Honesdale, Pa., presi- 
dent PASHA; Alfred Rosenberg, presi- 
dent Connecticut Hardware Association ; 
Charles Pincus, Stanley Works, Chief 
Booster, New York Hardware Boosters; 


Leon Schwartz, Patterson-Sargent Co., 
president The Nutmeggers; Sidney J. 
- Milligan, — vice-president Metropolitan 


Hardware Association, and Matt Ludlow, 
past president of the Metropolitan and 
N.R.H. associations. 2 

The Hardware Council in session this 
week attended the dinner in a body. 

The banquet committee were R. J. At- 
kinson, Walter M. Baxter, Mamaroneck, 
N. Y.; A. G. Birkenmeier, Jr., Birken 
meier & Kuhn, Newark, N. J.; Henry 
Bond, Brooklyn, N. Y.; C. A. Bruhns, 
New York City; E. W. Chillingworth, 
New Rochelle, N. Y.; Edward F. Daily, 
Scarsdale, N. Y.; H. Douglass, New York 
City; E. Ferguson, Tremont Hardware 
Co., New York City; Robert G. Ham- 
mond, A. N. Nelson, Brooklyn, N. Y.; 
Charles J. Heale of HArpwArE Ace, Fred 
Horn, Brooklyn, N. Y.; J. M. Kohlmeier, 
New York City; W. Frank Littell, Jr., 
Newark, N. J.; Matthias Ludlow, New- 
ark, N. J.; G. Duncan MacLeod, New 
York City; Arthur Manser, Summit, 
N. J.; David Mercer, White Plains, N. 
Y.; Morris Miller, Jersey City, N. J.; 
Sidney J. Milligan, Newark, N. J.; S. L. 
Riley, Tuckahoe, N. Y.; H. R. L. Rohlfs, 
Brooklyn, N. Y.; Louis Schelling, Ho- 
boken, N. J.; A. Schimell, New York 
City; M. L. Sheehan, Jamaica, L. L.; 
C. H. Tilson, New York City; Henry 
Vogt, Sr., Brooklyn, N. Y.; V. A. Whitla, 
Paterson, N. J., and H. A. Cornell, chair- 
man, Brooklyn, N. Y. 





P. G. Wuertz Reelected Presi- 
dent of Cleveland Retailers’ 
Association 


The Cleveland Retail Hardware Asso- 
ciation, Cleveland, at its annual meeting, 
Jan. 11, reelected P. G. Wuertz presi- 
dent for the ensuing year. Alex Auerbach 
was elected vice-president. W. Hz. 
Schaefer, R. Bruce Wallace, S. Schroeder, 
and Carl Fruehauf were elected new di- 
rectors. E. J. Saeltzer will be reappointed 
as secretary and treasurer. Work was 
outlined for the ensuing year and a num- 
ber of matters of importance to Cleveland 
retailers were discussed. 
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Nutmeggers Choose 
L. C. White as Pres. 
for Ensuing Y ear 


Succeeds Leon Schwartz—M. L. 
Langel of Osborn Mfg. 
Co. Gives Talk 


The regular monthly meeting of the 
Nutmeggers was held at the Hotel Bur- 
ritt, New. Britain, Conn., on Wednesday 
evening, Jan. 12, preceded by a_ banquet. 
Leon Schwartz, president, was in the chair 
and introduced M. L. Langel, Osborn 
Mfg. Co., who gave a very interesting 
and instructive address on Brushes, illus- 
trating his talk with samples of brushes 
in the various stages from their inception. 

The chairman of the annual “night 
before’ party, held at the Hotel Taft, 


4 





Linford C. White 


New Haven, the eve of the opening of 
the Connecticut Hardware Association 
Convention, M. A. Miller, Yale & Towne 
Mfg. Co., made a very comprehensive re- 
port, which was followed by a report from 
Charles J. Heale, HARDWARE AGE, on the 
program of which he is in full charge. 

The nominating committee, consisting of 
Edw. Swift, M. L. Langel and John S. 
Peoble, reported, the report was accepted, 
and nominations closed, the following off- 
cers being elected for 1927: President, 
L. C. White, Standard Tool Co., Cleve- 
land, Ohio; first vice-president, C. S. 
Phillips, The L. S. Starrett Co., Athol, 
Mass.; second vice-president, J. T. Mc- 
Culloch, Robeson-Rochester Co., Roches- 
ter, N. Y., and secretary-treasurer, FE. C. 
Sullivan, Rackliffe Brothers Co., New 
Britain. 

Directors for three years were elected 
as, follows: M. L. Langel, Osborn Mfg. 
Co.; H. L. Morrison, Greenfield Tap & 
Die .; C. J. Heale, HARDWARE AGE; 
E. D. Jamieson, Eagle-Picher Lead Co. 

Directors for two years were selected 
as follows: H. W.. Eldridge, J. T. Mc- 
Culloch, M. A. Miller and John L. Peoble. 

W. R. James, Hercules Powder Co., 
was made a director for one year to fill 
an unexpired term. 

President Schwartz made W. L. Ben- 
nett, Surpless, Dunn & Co., New York, 





HARDWARE AGE 


an honorary member because he has left 
the territory and had been a great help 
to the Nutmeggers last year as secretary- 
treasurer. 


Secretary Rockwell Doing Well 
After Appendicitis Operation 


Charles F. Rockwell, secretary-treas- 
urer, American Hardware Manufacturers’ 
Association, is reported as recovering very 





Charles F. Rockwell 


steadily from his recent operation tor 
appendicitis. Mr. Rockwell ‘was stricken 
Friday, Jan. 7, and rushed to the New 
Rochelle Hospital, New Rochelle, N. Y., 
for the operation. He is still at the hos- 
pital, but expects to return home in a 
couple of weeks. 





N. A. Gladding Will Address 

Hardware Boosters Jan. 29 
N. A. Gladding, vice-president in charge 
of sales, E. C. Atkins & Co., Indianapolis, 
Ind., will be the guest of honor and prin- 
cipal speaker at the monthly meeting of 





N. A. Gladding 


the New York Hardware Boosters, to be 
held at the Hardware Club, 253 Broad- 
way, New York City, Saturday, Jan. 29. 
Mr. Gladding is well known in all hard- 
ware circles, is active at national conven- 
tions, a member of the Hardware Council 
and universally recognized as a leader in 
the hardware industry. 
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Officers Reelected by 
Motor and Accessory 


Manufacturers’ Ass’n 


oe 


Last Year Rated as One of Best in 
History of Industry, According 
to President Horning 


Officers and directors of the Motor and 
Accessory Manufacturers’ Association were 
reelected at the annual meeting January 12, 
during the New York Automobile Show 
week. They are—President, H. L. Horn- 
ing, Waukesha Motor Co.; first vice- 
president, C. H. L. Flinterman, Michigan 
Steel Casting Co.; second vice-president, 
Eugene B. Clark, Clark Equipment Co.: 
third vice-president, M. A. Moynihan, 
Gemmer Mfg. Co.; treasurer, L. M. Wain- 
wright, Diamond Chain & Mfg. Co., and 
secretary-assistant treasurer, J. M. Mc- 
Comb, Crucible Steel Co. of America. 
Other directors of the association include 
A. H. D. Altree, American Bosch Magneto 


| Co.; S. Duncan Black, Black & Decker 
| Mfg. Co.; H. W. Chapin, Brown-Lipe- 
_Chapin Co.; C. E. Thompson, Thompson 





Products, Inc.; L. A. Safford, McQuay- 
Norris Mfg. Co., and M. B. Ericson, Biflex 
Products Co. 

In his address surveying the business 
situation, President Horning rated 1926 as 
the best year in the parts, accessory and 
service equipment industry. He was con- 
fident, he said, that recent analyses and 
financial papers showing lesser earnings 
on the part of a small number of parts and 
accessory companies listed on the New 
York Stock Exchange were not represen- 
tative of the industry as a whole. He be- 
lieved it was the consensus of opinion that 
the past year had been the best the industry 
has had both in volume and products, and 
attributed this improvement to the accom- 
plishments of management in developing 
and enlarging the markets, and enlarging 
the productivity of workers through im- 
proved machinery and process and more in- 
telligent direction. 


Charles B. Whipple Dies 


Charles B. Whipple, former secretary 
and director of Hibbard, Spencer, Bartlett 
& Co., Chicago, died at his home in that 
city on Jan. 14, at the age of 67. Mr. 
Whipple is survived by his widow, his 
daughter, Mrs. Frank T. Milchrist, and 
two sons, C. J. and W. G. Whipple. C. J. 
Whipple is the president of Hibbard, 
Spencer, Bartlett & Co., having been 
elected to that position a little less than a 
year ago. 


Sears-Roebuck to Add Another 
Store 


Sears, Roebuck & Co., Chicago mail or- 
der house, has made public its plans for 
the erection of a department store in Cam- 
den, N. J. The proposed building will 
cover 31% acres of ground and will cost 
approximately $500,000. 

The company is now erecting a similar 
store in Philadelphia which will make the 
second unit in that city. 
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Edward Blake Resigns 
from Greenfield Tap 
and Die Corporation 


Vice-President in Charge of Sales 
for More Than Four Years 
Severs Active Connection 


Edward Blake, vice-president of the 
Greenfield Tap & Die Corp., manufacturer 
of gages, screw cutting tools, reamers, 
twist drills, etc., Greenfield, Mass., for 
more than four years, has resigned and 
severed his active connection with that 
company, effective December 31. 

Mr. Blake has been identified with the 
tap and die industry since 1902, when he 
entered the employ of the Wells Brothers 
Co. He remained with this firm until 1911 


when he was appointed general manager of | 


the J. T. Slocomb Co., Providence, R. I. 
Three years later he removed to New York 
where he engaged in business for almost 
two years. During the year 1917 he pur- 
chased the Lincoln-Williams Twist Drill 
Co., Taunton, Mass., the name of the firm 
later being changed to the Lincoln Twist 
Drill Co. 

He was elected vice-president of the 
Greenfield Tap and Die Corp., in charge 
of sales, in 1922. His plans for the future 
will be announced later. 








I. P. Graham Becomes President : 


of the Philadelphia Lawn 
Mower Co. 


The business of the Philadelphia Lawn 
Mower Co., 3101 Chestnut Street, Phila- 
delphia, is being continued without change 
in policy since the death of the president, 
Walter E. Graham, on Jan. 8, the active 
direction of the business being in charge 
of William Ritchie, for many years vice- 
president. 


I. P. Graham is now president of the | 


company, Mr. Ritchie continues as _ vice- 
president, and F. J. Enos is secretary and 
treasurer. 

The policy of making only the best pos- 
sible product, which was established by 
Mr. Graham’s father, John H. Graham, 
when he founded the business in 1869, 
will be adhered to in the strictest possi- 
ble sense. This policy, supplemented by 
a never failing desire to thoroughly co- 
operate with the trade, was uppermost in 
the mind of Walter E. Graham from the 
time when he became president in 1894 
until his death. 

So thoroughly had the entire organiza- 
tion become permeated with Mr. Graham's 
desires in this direction, and so thoroughly 
was he able to organize his employees and 
associates, that the Philadelphia Lawn 
Mower Company’s products and policies 
will continue unaltered. 
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Glynn-Johnson Corporation 
Moves to LaPorte, Ind. 
The Glynn-Johnson Corp., manufacturer 
of door holding equipment, has moved its 
plant and office to LaPorte, Ind., where a 


new two-story factory building has re- 
cently been completed. 


Ambuske Hardware Has New 


Store at Salamanca, N. Y. 





The Ambuske Hardware has recently 
established a new hardware store at 19 
Main Street, Salamanca, N. Y., handling a 
full line of hardware, paints and oils, and 
is desirous of receiving catalogs and price 
lists from manufacturers and jobbers. 
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Shafer Greenburg Now with the 
J. F. Ryan Company 


Shafer Greenburg has been appointed 
sales manager in charge of electrical ap- 
pliances distributed by J. F. Ryan Co., 342 
Madison Ave., New York City, and manu- 
factured by Seymour Products Co., Sey- 
mour, Conn. This line includes the Sey- 
mour Smoker’s Lamp, Reading Lamp, 
Electrical Heater and Cigar Lighter. Mr. 





Shafer Greenburg 


Greenburg will cover the entire United 
States. 

He was formerly with Landers, Frary 
& Clark, New Britain, Conn., and lately 
with Hart-Parr Co., Charles City, Iowa. 
Mr. Greenburg is an active charter mem- 
ber of The Nutmeggers, and will continue 
to live at 303 Chestnut Street, New Brit- 
ain, Conn. 


Disston’s Salesmen Attend Sales Conference 





Senior salesmen of the hardware division of Henry Disston & Sons. Inc. T 
Philadelphia, who gathered at the Disston works in that city on January 3 for ea 


of conferences on sales conditions and study of manufacturing methods. 


The men were 


the guests of the Disston firm on January 6 at a dinner in the Bellevue-Stratford 
Hotel, Philadelphia. 
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Charles L. Reierson 
on Vacation Trip 


Through Europe 


Sails with Mrs. Reierson on Steam- 
ship Roma, Jan. 29 for Extended 
Pleasure Trip 


Charles L. Reierson and Mrs. Reierson 
will sail at 1 a. m., January 29, on the 
steamship Roma, for a vacation trip, which 
includes the Madeira Islands, Gibraltar, 
Kgypt and Italy, with a return trip through 
Europe. 

He expects to return some time in the 
early spring. In writing to HARDWARE 
Acre, Mr. Reierson said: There is nothing 
“cut and dried” about this trip; no detailed 
itinerary to be lived up to whether desir- 
able or not. Heretofore, when planning 
the few vacations I have had time to take, 
it has been necessary that I could be lo- 
cated at any time by mail or telegraph. 
There will be nothing of that sort on this 
trip. 

Not all of our time will be spent in the 
large cities. We shall visit smaller towns, 
and tour leisurely through the various 
countries in order to see how the mass of 
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Charles L. Reierson 


the population lives; may even look in 
upon the retail hardware stores if I feel 
homesick. 

And once home again, | know that I 
shall be fed up on rest and eager to get 
into business harness, and pull my share 
of the load. Business is the greatest and 
most interesting game in the world, and it 
will call to me, | know. However, I have 
made no special plans in regard to what I 
will do when I get back. That can wait 
until after the vacation. 


American Flyer Holds Twentieth Anniversary 
Sales Conference at Chicago 


The American Flyer Mfg. Co., manufac- 
turer of miniature trains and accessories, 
2219-2239 South Halsted Street, Chicago, 
Ill., held its 1927 sales conference in the 
Presidential Suite in the Hotel LaSalle, 
Chicago, Jan. 3 to 7. Representatives 





jobbers and dealers which has been the 
policy of the company. 

The photograph appearing in connection 
with this article of the closing banquet 
shows the president, W. Ogden Coleman, 
standing in the center and giving a brief 





of the firm’s sales department from all 
parts of the country were present. 

On the evening of Jan. 6, the entire 
sales force was entertained at the Apollo 
Theater, following a dinner at which each 
man received a desk clock resembling the 
forward end of an American Flyer electric 
locomotive, a souvenir of the company’s 
twentieth anniversary. Each clock carried 
a motto “On Time with the American 
Flyer,” symbolizing the on-time service to 





history of the early struggles and obstacles 
that the firm had to overcome during the 
past twenty years. The other men in the 
picture, reading from left to right, are 
Alfred H. Erskine, west coast territory; 
W..S. Etheridge, sales manager, electrical 
division; James E. Cuff, general manager ; 
Randolph Buck, vice-president; H. F. 
Mack, sales manager, toy division; Harry 
Becker, experimental engineer, and Phillip 
Beauchamp, eastern territory. 
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MacDougall-Butler Co. 
Celebrates Fortieth 
Year in Business 


Convention Opened on Jan. 10— 
Business Sessions and Banquets 
Features of Occasion 


The MacDougall-Butler Co., Inc., man- 
ufacturer of varnishes, enamels and paints, 
Buffalo, N. Y., celebrates its fortieth an- 
niversary this year. The company was 
founded in 1877 by Spencer Kellogg and 
Sidney MacDougall, both of whom are 
well known personages in the paint, oil and 
varnish field. 

Originally the firm was known as Kel- 
logg Oil, Paint & Varnish Co. It under- 
went a number of changes in name and 
personnel and in 1919 a new company was 
formed known as McDougall-Butler Co., 
Inc., which took over the business. An- 
drew S. Butler is president of the com- 
pany, Nelson M. Graves, vice-president, 
and John Ludwig, who has been associated 
with the firm and its predecessors con- 
tinuously since 1887, secretary and treas- 
urer. 

During its entire career the company has 
stood foremost for fair dealings with the 
trade for the highest quality of products. 
“The company’s aim,” according to Mr. 
Butler, “is to live up to the traditions so 
firmly established and continued by the 
founders of the business.” 

The MacDougall-Butler Fortieth Year 
Convention opened Monday, January 10. 
Monday was devoted to an inspection of 
the company’s plant at Evans, Water and 
Norton Streets. Business sessions were 
held mornings and afternoons on Tuesday, 
Wednesday and Thursday, at Hotel Buf- 
falo. The convention closed with a ban- 
quet at the Hotel Statler over which H. J. 
Miller, manager Chicago branch, presided 
as toastmaster. The entire banquet pro- 
gram wag in the hands of a committee of 
MacDougall-Butler salesmen and it proved 
to be a highly entertaining one. 

At a dinner held Wednesday evening at 
the Hotel Touraine, James Wallen of New 
York City, the company’s advertising 
counsel, was the guest of honor. 


Gold Seal Electrical Co., Inc. 
Holds Sales Convention 


Reporting a three hundred per cent in- 
crease in business for the year 1926, the 
Gold Seal Electrical Co., Inc., manufac- 
turer of radio tubes, New York, recently 
held a sales convention at the Park Lane 
Hotel to discuss plans for 1927. There 
was a large and enthusiastic attendance of 
Gold Seal salesmen from all parts of the 
country. 

James W. Duff, president of the firm, 
addressed the convention, as also did Mr. 
Eagle, vice-president, and William J. 
Bowles, sales manager, outlining an exten- 
sive advertising and sales promotion cam- 
paign for the year. 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION AND SOUTHERN HARD- 
WARE JOBBERS ASSOCIATION, Memphis 
Tenn., week of May 9, 1927. otel 
headquarters, New Peabody Hotel, 
Memphis. Charles F. Rockwell, secre- 
tary-treasurer, 342 Madison Avenue, 
New York City. 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
[IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
_—_— Bank Building, Charlotte, 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, Feb. 2, 
8, 1927. Headquarters, Hotel Taft. 
Henry S. Hitchcock, secretary, Wood- 
ght Nutmeggers “Night Before,” 

eb. 1. 


IDAHO RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, Il. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, New Iberia, June 6, 7, 8, 
1927. S. H. Sale, secretary, Shreve- 
port, La. 





MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K.S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June 27, 28, 29, 30, 1927. H. P. 
Sheets, secretary-treasurer, 130 E. 
Washington St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 


New YorK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Grand Forks, Feb. 8, 9, 10, 1927. 
C. N. Barnes, secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 





VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Wash., Feb. 2, 3, 4, 1927. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SBA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb. 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 


SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION AND AMERICAN HARDWARE 
MANUFACTURERS ASSOCIATION, Mem- 
phis, Tenn., week of May 9, 1927. Ho- 
tel headquarters, New Peabody Hotel, 
Memphis. John Donnan, secretary- 
treasurer, Richmond, Va. 


SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 24th Street, Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 


VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
quarters, Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St., 
Richmond. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 
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Market Committee of Department of Commerce 
to Coordinate Its Work 


By L. W. Moffett 


(Washington Bureau of HARBWARE AGB) 


ITH a view to avoiding duplication of effort, waste of time and 
money, and setting up the most efficient method of survey, the 
Market Research Committee of the Department of Commerce, at 
its meeting here on Monday, Jan. 17, decided that the best way to coordinate 
the work is through the selection of eight subcommittees which will coop- 
erate with agencies, governmental, private and public, having to do with 


this work. 


The subcommittees will be named soon. 


The committee also 


gave thought to the exact kind of work to be done and collated facts show- 
ing what has been done and is being done in various sections of the country 
so as to prevent duplication of effort. The studies to be undertaken under 
the systematized plan determined upon are expected to develop an unusually 
comprehensive survey of market research, baring.upon th highly important 
question of distribution. Advertising agencies, colleges, life insurance com- 
panies, state organizations, government organization, and many other bodies 
engaged in market research will lend their aid and take an active part in the 


work. 

The Senate investigation of the Tariff 
Board is like Tennyson’s Brook—it goes 
on forever. No one seems to be paying 
much attention to it aside from witnesses 
and members of the committees conduct- 
ing the inquiry, and some of them are not 
displaying any great concern. It is gen- 
erally an airing of the well-known differ- 
ences within the Commission, both in the 
past and at present. Being human and 
blessed or cursed with political views, as 
most humans are, it would be strange if 
there were not differences. To the coun- 
try the question is as to what good the 
Commission may be doing the country, but 
the inquiry doesn’t seem to take this into 
consideration. It seems to be generally 
a political buzz. The Commission, as a 
matter of fact, gathers much useful and 
accurate information. But certainly one 
of the principal complaints is that the 
work of the Commission is performed so 
slowly for some reason or other. The 
data, once fresh and useful, becomes stale 
and useless before it is made public. 

Among interesting witnesses recently 
was William Burgess, former member of 
the Commission. He told the committee 
that the entire inquiry was started simply 
for the purpose of discrediting members of 
the Commission, former President Harding 
and President Coolidge. He especially 
criticized Commissioner Culbertson for 
alleged failure to tell the committee of 
holdings which, Mr. Burgess said, Mrs. 
Culbertson had in wheat lands in Kansas, 
despite the fact that Mr. Culbertson took 
part in a wheat case before the Commis- 
sion. Mr. Burgess also answered attacks 


that had been made on him by Commis- 
sioner Costigan, and charged the latter 
with giving the committee “unfair and in- 
accurate testimony.” 


These represent the 








general “pleasantries” that are going on 
at the hearing. It may be expected that 
they will be tossed about widely during 
the impending Presidential campaign. 


The Interstate Commerce Commission 
recently made public a decision justifying 
the proposed cancellation of storage-in- 
transit arrangements at Texas gulf ports 
on iron and steel articles moving from the 
Atlantic seaboard and southeastern terri- 
tories to Shreveport, La., Texarkana, 
Ark.-La., and points in Texas. The can- 
cellation, effective Jan. 20, was strongly 
opposed by the Bering-Cortes Hardware 
Co., together with many other interests. 
It was asserted in the decision that other 
points in the South had not been given 
the same privilege, and that, therefore, the 
arrangement at the Texas points was pref- 
erential to them. The tariffs provided 
that iron and steel shipped to the Texas 
ports could be stored in transit for one 
year and reforwarded on the basis of the 
through rate in effect at the time of ship- 
ment from point of origin to final des- 
tination plus 2c. per 100 Ib. 





Establishments engaged primarily in the 
manufacture of washing machines, clothes 
wringers, dryers and ironing machines not 
for use in commercial laundries reported 
1925 production at 758,682 electric wash- 
ing machines, valued at $58,246,746, ac- 
cording to the Bureau of Census. Other 
products, including washing machines 
other than electric, clothes wringers, dry- 
ers and ironing machines, were produced 
to the value of $11,321,460, making a total 
value of $69,568,206, an increase of 38.1 
per cent as compared with $50,372,516 for 
1923, the last preceding census. Of the 82 
establishments reporting for 1925, the re- 





port says, 15 were located im Illinois, 12 
in Iowa, 11 in Ohio, 8 in New York, 6 
in Michigan, 6 in Missouri, 5 in Penn- 


‘sylvania, 4 in Indiana, 4 in Minnesota, 


2 in California, 2 m Massachusetts, 2 
in Nebraska, 2 in Wisconsin, and 1 each 
in Connecticut, Kansas and Rhode Island. 
In 1923 the industry was represented by 
85 establishments, the decrease to 82 be- 
ing the net result of a loss of 19 and gain 
of 16. 





Aluminum products to the value of 
$125,696,767 were produced in 1925, re- 
ports to the Bureau of Census show, rep- 
resenting an increase of 17.5 per cent over 
$106,930,367, the 1923 production. For 
1925 the figures by products were as fol- 
lows: Aluminum ware, principally cook- 
ing utensils and household articles, $30,- 
616,853; castings, including motor vehicles 
accessories and parts, $28,362,548; all 
other aluminum products, including rolled 
forms, such as bars, plates and sheets, 
$61,324,629, and miscellaneous products,, 
$5,392,737. 





The growing tendency of trying to find 
legislative cure for all public and private 
ills is decried by Senator William FE. 
Borah in an article, “The Cancer of too 
Much Government,” appearing in the Feb- 
ruary number of Nation’s Business Maga- 
sine. The ability of the American people 
for self-government, he says, is being 
undermined by the government’s increas- 
ing regulation of an interference with pri- 
vate and business life. Unless a halt is 
called, Senator Borah predicts that in the 
light of past experience it will be only 
a matter of a short time before “There 
will be an officer for every ten persons in 
the Republic.” The unfortunate part of 
Senator Borah’s comment is that it seems 
to betrue. Secretary’of Commerce Hoover 
recently in a striking talk to the Ameri- 
can Mining Congress deplored the same 
tendency as Senator Borah does. Mr. 
Hoover, however, bluntly charged that 
business itself is responsible for most of 
the government in business. 

Here is the Borah epilogue: 

“As a result of well-organized propa- 
ganda on one hand and sheer political ex- 
pediency on the other, we are building up 
a condition under which every conceivable 
thing relating to human activity is being 
given over to regulation by bureaus ad- 
ministered from Washington. This re- 
sults in waste and inefficiency touching all 
local or state affairs, which in itself is 
burdensome and bad enough. But its capi- 
tal offense is that of undermining the con- 
fidence and destroying the capacity of the 
citizen to assume and meet the duties and 
obligations of citizenship.” 
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Head Cap Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 
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EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. For example: On head cap screws, 114 inch in length, 5/16 inch diameter, let us 
assume that you wish to sell at 331% off list. You would find the 114 inch column and run along it until 
you were under the 331% off list discount column, which in this case would be 400—~your selling price. 
Should you on the same number have a quantity order, you could quote 40 or 50 off list by the same 
method. List prices are per 100. 


HEAD CAP SCREWS 


HEAD CAP SCREWS 
























































































































































































































































(Hexagon) (Hexagon) 
(S.A.E. Standard) (S.A.E. Standard) 
(5/16 Diameter. Per 100) (34 Inch Diameter. Per 100) 
Length List — Length List i - re 
5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 5 | 10 | 20 | 25 | 33%! 40 60 
% 485 | 461 | 427| 388 | 365/ 324] 291! 243 | 194 34 580 | 551 | 522 | 464 | 435 | 387] 348 | 290 | 232 
% 500 | 475 | 450| 400| 375| 333] 300| 250 | 200 % 600 | 570} 540 | 480] 450] 400] 360} 300| 240 
1 525 | 500| 473| 420] 395| 350| 315] 263] 210 1 620 |. 589 | 558 | 496 | 465] 419 | 372} 310! 248 
1% 560 | 532 | 504| 448 | 420| 373] 336/ 280 | 224 1% 670 | 637 | 603 | 536 | 502] 424] 402] 335] 268 
1% 600 | 570 | 540| 480| 450] 400] 360| 300 | 240 114 715 | 680 | 644] 572 | 537 | 476 | 429] 358 | 286 
1% 655 | 623/ 590| 524| 491 | 437| 393| 328 | 262 134 785 | 716 | 707 | 628 | 590| 524 | 471 | 394 | 314 
2 715 | 680 | 644| 572| 537| 476| 429| 358] 286 2 350 | 808 | 765 | 680 | 638 | 567 | 510] 425 340 
2M 775 | 737| 698| 620| 582] 517| 465| 388 310 ay, 915 | 870| 824| 732 | 687] 630| 549| 458 | 366 
24 835 | 794| 752| 668| 625! 557] 501| 417 | 334 215 980 | 931 | 882 | 784| 735 | 654] 588 | 490 | 392 
234 890 | 846 | 801 | 712| 668| 593 | 534| 445 | 356 2% | 1050] 991 | 945 | 840 | 785 | 700] 630 | 525 | 420 
ze 950 903 | 855 | 760 | 713 | 633| 570| 475 | 380 3 1115 | 1060 | 1004 | 892] 836 | 744 | 669 | 557 | 446 
HEAD CAP SCREWS 
(Hexagon) 
(S.A.E. Standard) 
(7/16 Diameter. Per 100) 
Length | List <5: 
5 | 10 | 20 | 25 133%] 40 | 50 | 60 
4 750 | 713| 675 | 600} 563| 500| 450] 375 | 300 
% 770 | 732| 693 | 616 | 578| 513 | 462| 385 | 308 , 
1 790 | 751| 711 | 632| 593 | 527 | 474] 395] 316 Coming—February 10 
1% 850 SOS 765 680 638 567 510 425 340 
; - — _ — - ~ = -— In the Feb. 10 issue we will publish a 
2 1045 | 9931 941 836 | 785 | 697 | 627 | 5231 417 Resale Chart, compiled by Mr. Godschalk 
BIE | 8050 | Bene | 2008 | S08 | OO | Ter | C72 | SOO] giving suggested prices per dozen and 
‘ ¢ 7 wr 
_ = 7 7 ~ - —. — per hundred on all Cap and Set Screws. 
3 1340 | 1273 | 1206 | 1072 | 1005 | 893 | 804] 670| 536 
3% | 1415 | 1344 | 1274 | 1132 | 1062 | 943 | 849 | 708 | 566 
3% | 1490 | 1416 | 1341 | 1192 | 1118 | 993 | 894 | 745 | 596 
3% | 1565 | 1487 | 1409 | 1252 | 1174 | 1043 | 939 | 783 | 626 
4 1635 | 1554 | 1472 | 1308 | 1225 | 1090 | 981 | 818 | 654 
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Hardware Trade More Active—Few 
Price Changes—Retailers’ Inven- 
tories About Completed 


satisfactory proportions, according to reports from the various 


| pene all indications, hardware sales during 1927 will attain 


market centers. 


substantially greater than a year ago. 


Business is on the upgrade and in some centers is 


Some price changes have 


been noted, but in general, they are substantially firm and retail 
dealers are beginning to order their fill-in stocks, previously held 
up on account of the annual inventory period. 

The sale of spring merchandise is assuming sizable proportions 
in most sections and staple lines seem to be showing more activity. 
Credits and collections are generally fair. 





Hinge and Butt Prices 
Advance in Chicago 


The price cutting on butts and hinges 
in the Chicago district has been halted, 
at least for the time being. An ad- 
vance by the makers of approximately 
10 per cent on these items will probably 
be followed shortly by a corresponding 
advance by the jobbers. 

The manufacturers of galvanized 
ware have also announced a_ higher 
schedule of prices, which undoubtedly 
will be reflected later by the distrib- 
uters. 


Chain Store Sales Show Gain 
in 1926 


Leading chain stores reported large 
increases in sales for December and 
last year over the corresponding periods 
in 1925. Among the companies show- 
ing gains are F. W. Woolworth Co., 
McCrory Stores Corp., McClellan Stores 
Co., J. J. Newberry & Co., and others. 

Sales of F. W. Woolworth Co. for 
the year ended Dec. 31 last totaled 
$253,639,084, compared with $239,027,- 
979 in 1925, an increase of 6.1 per cent. 
Total sales for December amounted to 
$41,347,422, against $39,344,601 in the 
like month of 1925, a gain of 5 per cent. 

McCrory Stores Corp. sales for the 
year ended Dec. 31 totaled $33,592,730, 
against $29,593,209 in 1925, a gain of 
13.5 per cent. Aggregate sales for De- 


cember amounted to $6,031,110, com- 
pared with $5,348,173, a gain of 12.7 
per cent. 





Sales of McClellan Stores Co. for 
1926 amounted to $9,454,329, against 
$6,729,450 in 1925, a gain of 40.4 per 
cent. Total sales for December were 
$2,240,966, against $1,608,500, a gain 
of 39.3 per cent. 

Sales of Peoples Drug Stores, Inc., 
for December amounted to $753,923, 
compared with $546,746 for the same 
month last year, an increase of $207,- 
177, or 37.89 per cent. Sales for the 
year 1926 amounted to $6,318,098, com- 


pared with $5,213,864 during the pre- | 


ceding year, an increase of $1,104,234, 
or 21.18 per cent. 


Wrought Steel Goods Ad- 
vance Approximately 


10 Per Cent 


Leading manufacturers announced an 
advance of approximately 10 per cent on 
wrought steel butts, brackets, T and strap 
hinges, and garage hardware. Prices were 
withdrawn on Jan. 17 and new lists show- 
ing the advance are now in force. 


Trade Improves in North- 
west; Winter Merchandise 
Moving 


The mid-season quiet is at hand, but 
is being disturbed to sqme extent by 
clearance sales in all lines of trade 
in retail stores. Some buying is be- 
ing done for spring delivery. 

Attention of the hardware fraternity 
is turning toward coming association 
conventions, which are set for the very 
near future in the Northwest tributary 








— a) 


to the Twin Cities. Interest of deal- 
ers at that time will be attracted to 
seasonal merchandise for spring, and 
to new lines being offered the trade. 
Snow tools and winter sports mer- 
chandise have been selling very well. 


Continuance of Prosperity 
Seen by New York Bank 


The new year opens with good pros- 
pects for the continuance of prosperity, 
says a recent bulletin of The National 
City Bank, New York City. The past 
year has been one of the most prosper- 
ous in the history of the country, but 
it closes without signs of either price 
or credit inflation. The general com- 
modity price level, as computed by 
Government agencies, is about 6 per 
cent lower than a year ago; further- 
more, of the nine general groups of the 
classification only one—fuel—shows an 
increase and this is largely attributa- 
ble to the British coal strike, which 
has caused unusual exports of coal 
from this country in recent months. 
This general, but for the most part 
moderate, decline of prices, in the face 
of the largest movement of commodities 
ever known, indicates that the heavy 
purchasers have not been for stocks 
but for current consumption. All ac- 
counts agree that stocks generally are 
low and that trade is in healthy condi- 
tion. 

The profits of business, as shown by 
corporation reports, have been better 
than in the preceding year, notwith- 
standing the declining trend of prices. 
This is aecounted for by the economies 
resulting from a larger volume of busi- 
ness and the downward trend of prices 
is the natural result of increased pro- 
duction and lower costs. 

The downward trend of prices has 
not been at the expense of the wage- 
earning class, but of advantage to it, 
for the effect is to increase the pur- 
chasing power of a given wage. Em- 
ployment has been practically full dur- 
ing the past year, and with prices 
tending downward the same wages 
would buy an increasing quantity of 
commodities. 

The credit situation is very satisfac- 
tory. The total of discounted bills held 
by the twelve Federal reserve banks on 
Dec. 1, 1926, was $645,000,000, against 
$643,000,000 on the corresponding date 
of 1925, showing that with all of the 
activity and increased production of the 
past year, the member banks have han- 
dled the demands without additional re- 
course to the Reserve banks. 
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Hardware Business Resuming Nor- 
mal Aspect in New York Market— 
(Good Spring Business Is Anticipated 


ITH inventories practically out of the way, business in the 
New York wholesale market is getting back to a more normal 
basis and orders from salesmen are beginning to accumulate in 


more satisfying proportions. 


thus far, 1927 promises to be a satisfactory year. 


From the volume of business done 


While spring 


buying is beginning to materialize in a satisfactory manner, the 
sale of staple items has also held up well. 

Some price changes were noted during the past week, part of 
the price revision which was predicted in this column a week ago. 


Credits and collections continue fair. 


Metropolitan hardware 


jobbers look forward to a good spring business in commenting on 
the outlook for the next few months. 





Current Demand Is Normal 


Bolts, Nuts and Staple Goods 


Local wholesale stocks of bolts, nuts 
and kindred staple items are considered 
quite adequate and the demand contin- 
ues normal. Jobbers are expecting a 
brisk demand for these lines the first 
of the month when dealers have com- 
pleted their inventories. Prices on sta- 
ple goods are holding and no changes 
are expected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Machine bolts, % x 4, and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, % x 6, and 
smaller, 40 off list; larger and longer, 
40 off list. 

Stove bolts, 80 off list 

Lag screws, 50 and rit off list. 





Demand for Screws Fair in 
New York Market 


As in the case of bolts and nuts and 
other staple hardware items, screw 
scales are running light, and will prob- 
ably continue that way until retail in- 
ventories are completed some time this 
month. Prices are unchanged and New 
York stocks appear ample. 

JOBBERS’ api ba gee 4 RE.- 

TAILERS, F.0O.B. NEW YOR 


Discounts on wood screws: en 
Bright, Flat Head, 75 per cent; Iron 
Bright, Round and Oval Head, 72% 
per cent; Iron Blued, Round ‘Head, 

2% per cent: Brass, Flat Head, 72% 
per cent; Brass, Round and Oval 
niges. — pn nt. 

Th iscounts apply to revised 
list - Tune 24, 1922. 

EXT AS—20- 10-10-5 per cent. 





Steady Advances Are 
Reported for Linseed Oil 


As predicted in recent issues of 
HARDWARE AGE linseed oil is showing 
gradual increases each week. Jan. 11 
prices were one point higher than of- 
fering of the previous week. Jan. 14 
prices went up three points and again 





on Jan. 20 an advance of one point 
more was announced. Current prices 
to the trade follow: Linseed oil, in lots 
of less than 5 bbls., 11.7 cents per Ib., 
in lots of 5 bbls. or more 11.3 cents per 
lb. and Calcutta linseed oil in barrels 
remains at 15.7 cents per lb. 

Boiled oil is 4/10 cents extra per Ib., 
double boiled oil, is 5/10 cents extra 
per lb., and oil in half barrel lots is 
7/10 cents per pound additional. 





Sash Cord May Advance, 
Report New York Jobbers 


At press time New York jobbers say 
that sash cord will be advanced 2 cents 
per pound which means a resumption 
of the former price on which a two 
cent decline was made recently. 





New Battery Prices Expected 
February First, Says Trade 


New prices on dry cell batteries are 
reported as taking effect Feb. 1. These 
show revision on flashlights and flash- 
light batteries also. Dry cells No. 6 
ignition type will advance % cent ac- 
cording to local jobbers. Further data 
should be available next week. These 
prices are effective until Jan. 31, 1927. 

JOBBERS‘' QUOTATIONS TO RE.- 

TAILERS, F.0.B. NEW YORK: 


Dry cells, No. 6 ignition § type, 
within Metropolitan area 30c., out- 
side, 32c. each; No. 7111, same type, 


35c. each. 

B batteries, No. 767, $2.62 each: in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each: in units of 5, 
$2.44 each. Heavy duty vertical type, 
No. 770, $3.33 each, and in units of 
5, $3.09 each. 





Wire Nails $3.35 to $3.45 in 
New York Market 


Though published prices on nails 
show a price of $3.50 per keg base, 
wire nails, actual trading appears to 
be done from $3.35 to $3.45 in the New 
York hardware market. 
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Fair Demand for Wire Prod- 
ucts for March and April 
Delivery 


A fair demand for wire cloth and 
wire products, for delivery in March 
and April, is reported by hardware 
jobbers throughout the Metropolitan 
trade area. 


JOBBERS’ te yi t Aa gee - TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Wire Cloth. _ Black. 12 mesh, $1.80 
per 100 sq. ft.; galvanized, 14 mesh, 
$2.45 per 100 sq. ft.; copper, 14 mesh, 
$4.80 per 100 sq. ft.; 16 mesh, $5.30 
per 100 sq. ft.; golden bronze, 14 
mesh, $5.35 per 100 sq. ft.; 16 mesh, 
$5.85 per 100 sq. ft.; dark bronze, 14 
mesh, $5.50 per 100 sq. ft.; 16 mesh, 
$6.00 per 100 sq. ft. 

Flower Bed Guards.—16 in., $8.18 
per roll; 22 in., $9.66 per roll. (165 
t. 


Lawn Fence.—Single, 36 in., $11.88 
per roll; 42 in., $13.37 per roll; 48 in., 
$14.85 per roll. (165 ft.) 

Lawn Fence.—Double, 36 in., $16.34; 
per roll; 42 in., $17.82 per roll; 48 in., 
$20.80 per roll. (165 ft.) 


Ornamental Gates.— 


Single Opening Each net 

36 in. 3 ft. $2.85 

42 in. 3 ft. 3.12 

48 in 3 ft. 3.24 

36 in 3% ft 3.12 

42 in 3\% ft 3.24 

48 in. 3% ft 3.40 
Double Opening Each net 

36 in. 8 ft. $6.95 

42 in. 8 ft. 7.10 

48 in. 8 ft. 7.20 

36 in. 10 ft. 8.15 

42 in. 10 ft 8.30 

48 in. 10 ft 8.40 





Fair Demand for Carpet 
Sweepers in New York Area 


There is a fair demand for carpet 
sweepers in the Metropolitan hardware 
market. Local hardware stocks ap- 
pear to be very satisfactory and no 
price changes are anticipated. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3; 
Universal, $3.50; Grand Rapids, ja- 
panned, $3.67: Grand Rapids, nick- 
eled, $4; Princess, nickeled, $4.16, 
and American Queen, nickeled, $4.50. 
Prices are net per each. 

Toy sweepers, Little Helper, $2 per 
doz.; Little Gem, $3.75 per doz.; Lit- 
tle Jewel, $10 per doz., and B, Ju- 
nior, $16 per doz, 





Moderate Demand for Sleds 
—New Pricelist Shows 


No Change 


A demand for sleds still continues 
in the New York wholesale market. 
Stocks have been very much depleted, 
although a few numbers are available 
and can be obtained in small quanti- 
ties only. Prices for the coming sea- 
son have been announced and they are 
the same as have been current this 
season. 

JOBBERS’ QUOTATIONS a2. RE. 


TAILERS, F.O.B. NEW YO 

ay Flexible Flyers, No. 1, $2.50; 
na 2, $3.17; No. 3, $4; No. 4, $4.33: 

No. 5, $5. 83. Junior Racer, $3.50. 
Racer, $4. " ts oe are each. 

Fire , $1.14: No. 10, $1.37; 
No. 11. Be a ose 12, $1. 90. Racer, $2. 


Prices are each. 
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After-Inventory Buying in Chicago District Is 
Developmg—Prices Are F'irmer 


(Chicago office of HARDWARE AGE) 


HILE a good many of the dealers in the Chicago territory 
are not yet through with their inventory and consequently 
are not buying except for their current needs, enough 
dealers have finished the job and are stocking up to make a very 
respectable volume of business. This does not mean that there is 
any rush of buying, but merely a fair and steady run of orders. 
The year-end inventories so far completed show that the dealers’ 
stocks are in the majority of cases lower than a year ago, and the 
outlook, therefore, for the immediate future is good. 
With the resumption of buying, prices are somewhat firmer, 
although the only change in jobbers’ quotations this week is a cent 


a gallon drop in linseed oil and turpentine. 


However, manufac- 


turers of builders’ hardware have stopped their indiscriminate price 
cutting, and announce an advance on butts and hinges: which ap- 


proximates 10 per cent. 


Jobbers’ prices are expected to follow. 


Galvanized ware makers have also adopted a schedule of higher 
prices which‘will eventually mean an advance by the distributors. 
Collections are reported as fair. 


AUTOMOBILE ACCESSORIES. 
~-Sales are rather slow at the present 


time. Prices are holding firm. 
We Sp meee from jobbers’ stocks, 
f.o.b. C 


Spark Saas. —Splitdorf, for Fords, 
50c. each; regular 58c. each; ham- 
pion X, 45e. each; Champion Blue 
Box line, 53c. each; A. C., 53e. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each, 

Geet Light. — Appleton, No. 3280, 

50. 

Chains.—Non-skid dozen 
35 per cent discount. 

Jacks.—National Standard, No. 21, 


pair lots, 


$1.30 each. 
, Pumrps. — Rose, 1% in. cylinder, 
1.85. 

Tires and Tubes.—30 x 3%, oversize 


cord tires, $8.75 each: regular cord 
$6.60 each; gray inner tubes, 30 x 3%, 
$1.30 each; red inner tubes, 30 x 3%, 
$1.50 each. 


AXES.—The demand 
prices are stable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 lb., $14 
dozen base; double bitted, $19 dozen 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
dozen base; single bitted handled 
axes, $15.50 to $24 per dozen, accord- 
ing to quality and grade of handle: 
special unguaranteed handled axes, 
$12 per dozen base. 


BOLTS AND NUTS.—Prices are firm 
and sales are satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts; cut 
thread, 45-55 per cent discount; small 
f.o hicago: Carriage bolts, cut 
cnnvidead bolts, rolled thread, 50-5 per 
cent discount; machine bolts, cut 
thread, 50-5 per cent discount; small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—Manufac- 
turers have announced a slight advance 
on butts and hinges and jobbers’ prices 
will probably show a corresponding in- 
crease shortly. Lock set prices are un- 
affected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.68 
per dozen pair; 4 x 4 steel butts, old 
copper and dull brass finish, $2.40 per 


is normal and 











dozen pair; heavy steel bevel inside 
sets, $5.50 per dozen sets: steel bit 
keyed front door sets, $1.50 per set; 
wrought brass bit-keyed front door 
sets $3 per set; cylinder front door 


sets, $7 per set. 
CHAINS.—Sales are good, especially 
on truck and machine chains. Prices 
are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: %®% ine proof coil 
chains, $8.50 per 100 Ib. Henso Bull 


Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, 2.75 per ‘dozen. 


COPPER RIVETS AND BURRS.— 
There is some betterment in the de- 
mand. Prices are firm. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-2% per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—There has been a drop 


stocks, 
and 


in price on rubber covered wire. Sales 
are seasonably dull. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.50 per 1000 
ft.;: in 1000 ft. lots, $6.00; No. 18 
lamp cords, $14.25 per 1000 ft.; in 1000 


ft. lots, $13.65; % in. brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, 12c. 
each; dry cells, boxes of 50, 32e. 


each; less than case lots, 36c. each. 
Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each: No. 767, $2. 62 


each; No. 770, $3. 33 each; No. 1772, 
$3.62 each; No. 486, $3.85 each. 
gag! J ‘Chargers.—Apco line, 
of — t > se = $13.50 each. 
Lou Spveakers.—Western Electric 
No. 399 W $2.50 list. Discount, 30 
per cent. . 


FILES.—There is a normal 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 5 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Manufactur- 
ers generally are following the price 
advance which was effective Jan. 1. 
The distributors, however, have made 


lots 


demand 





| 
| 








no advance and are offering some at- 
tractive specials on tubs. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, - No. 2, 
$6.85; No. 3, $8: 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 


14 qt., $2.80. One gallon, all galvan- 
ized oil cans, $2.35 doz.; 2 gal., $4 
doz.; 3 gal, $6 doz.: 5 gal., $6.75 doz.: 
1 bu. galvanized baskets, $6.20 doz.; 
No, 26% bu. bailed galvanized meas- 
ures, $4.50 doz. 
GLASS AND PUTTY.—Sales are sea- 
sonably dull. Prices are without 
change. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Single strength A, 25- 
in. bracket, 86 per cent discount; sin- 
gle strength A, 34 to 40-in. bracket, 
85 per cent discount; single strength 
A, all other brackets, 8&5 per cent 
discount; double strength A, all sizes, 
86 per cent discount; Single strength 
B up to 25 in., 87 per cent discount: 
34 to 40 in., 86 per cent and balance 
86 per cent; double strength B up to 
54 in., per cent discount; balance 
87 per cént. Putty, pure er: ade, $3.7 

a 100 lb.; commercial, $3.40 per 100 


HANDLED HAMMERS AND 
HATCHETS.—Prices are without re- 
cent change. Orders are in much bet- 
ter volume as a continuance of large 
building activity is expected for 1927. 


HAMMERS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 a dozen; Mavdole, 
$12.60 a dozen: 16 oz. machinists’ 
hammers, first quality, $9.20 dozen: 
Competitive grade, 16 oz. nail ham- 
mers, $6 to §8. 

HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz. first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 


shingling, $8 doz.: me ‘dium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL. — The 


demand is normal for this time of 
year, Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight- 
chucked and bored, best grade, 4% 
ft., $4.95 doz.; 5 ft., $6 doz.; XX, 4% 
ft., $4.95 doz.; 5 ft., $5.30 doz.;: X, 4% 
ft., $2.65 doz.; 5 ft., $3.10 doz. 


Hay Fork Handles.—Bent-chucked 
and bored, best grade with strap, 
ferrule and cap, 4% ft., $8.25 dozen; 
5 ft., $9.35 doz.; XX bent, with strap, 
ferrule and cap, 4 ft., $6 doz.;: 4% ft. 
$6.25 XX $4 85 
“4% ft., 
5 doz. 


’ Fork Handles. —Bent, best 
grade, 4 ft., $5.25 doz.: 4% ft., $5.60 
doz.; XX bent, Se $4. 55 doz.: 4% 
. $4. 80 doz.: bent, 4 ft.. $2.85 doz.: 
4% ft., $3.25 doz. 

Garden Hoe WHandles.- —XX, 


$3.80 doz.: X, 41 $2. ns doz. 

Garden Rake Handies. — 6% ft., 
$5.60 doz.; X, 5% ft., $3. 55 Pa. 

Handles. idee pattern, 

XX, 4% ‘ft., $6.50 doz.; X, 4% ft., 
:D handle, best grade, $8.75 
xX grade, $6. 60 doz. 

Spade Handles. —D handles, 
grade, $8. 60 doz. grade $6.60 doz. 


HANDLES, TOOL.—The demand is de- 
gene good and prices are firm. 
, ~s from jobbers’ stocks, 


best 


Lob 
Axe Handles. — No. 1 hickory, $4 
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growth 


Sec- 


No. 2, $3 doz.: second 
hickory, $5 doz.; finest selected 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz. finest second growth 
hickory, $1.80 doz. 

HINGES.—Jobbers’ prices are un- 

changed as yet, although the manufac- 

turers have announced some slight ad- 


vances. 


doz. : 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 80c.; 5-in., 90c.; 6- 


in., $1.00; 8-in., $1.70; 10-in., $3.60 per 
T hinges, 


dozen pairs; extra heavy ~ ‘ 
in bundles, 4-in., $1.20; 5-in., $1.24; 
6-in.. $1.26: S8-in., $2.10; 10-in., $3.10 


per doz. 
ICE CREAM FREEZERS.—Sales are 
rather inactive at present. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 qt., 
$10.45 list; 8 qt., $13.40 list; 19 qt., 
$17.90 list; 12 qt., $21.50 list; lo qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 


list: 6 qt., $8.60 list; 8 qt., $11.10 list. 


All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 list; 2 qt., 
$3.45 list: 3 at., $4.10 list; 4 qt., $5 


list; 6 qt., $6.30 list; 8 qt., $8.20 list; 


10 gt., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and.10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.: 2 qt., enamel, $10 per doz.; 4 
qt., enamel, $18 per doz. Above prices 


are net. 
ICE SKATES.—The heavy demand for 
skates is holding up well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men's and Boys’ bright finish, 75c. 
pair. Half key Clamps, Rocker, 
Women's and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and_ Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women's and Girls’, $1.40 pair; Tu- 
bular Skates, Men’s or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—tThere is a fair demand 
as the selling season draws to a close. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz. : 
with large fount, $4.25 doz.: Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 

LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are rather quiet 
and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise, No. 25, 4 


qt., $8 each; No. 31, 6 qt., $8.65 each, 
No, 35, 8 qt., $9.50 each. 
N AILS.—Present demand and future 
prospect for increasing volume are very 


satisfactory. The market is steady 
and supplies are prompt. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Linseed oil and 
turpentine both drop off a cent per gal- 
lon. 





We sote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 9%l« 
per gal.: 5 barrel lots, &S8Sc. per gal 

Linseed Oil.—Boiled barrel lots, 94c 
per gal.: 5 barrel lots, 9$lc. per gal. 

Turpentine.—Drum lots, 9c. 

Denatured Alicohol. farrel lots, 
i2c. per gal.;: steel drums extra, $6 


returnable. 
White Lead.—)00-Ib. lots, $13.73-per 
100 Ib., net: 100-Ib. lots, $14: 50-Ib. 


lots, $7.25: 25-Ib. lots, $3.65; 12%-Ib. 
lots, $1.85. 
Shellac.—(4%-lb. cuts), white, $2.60 


per gal.: orange, $2.30 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
Ory Paste.—Barrel lots, 7%«c. 
lb. 


PYREX WARE.—Sales are satisfac- 
torily good and prices are unchanged. 


We quote 
f.o.b. Chicago: 


per 


from jobbers’ stocks, 
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Bread Pans.—No. 212. $7.20 doz.: 


No. 214, $12 doz. 
New Handled Casseroles.—Round, 


No. 622, $12 doz.; No. 623, $14 doz.: 
Oval, No. 632, $12 doz.: No. 633, $14 
doz. Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 20S, $6 per doz.: 
No. 209, $7.20 doz. 

Tea Pots.—2 cup, $21 doz.: 4 cup, 
$24 doz.: 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.;: No. 


232, $14 doz. 
ROPE.—Orders are taking on their full 
swing spring activity, fostered by the 
strong market since the recent price 
advance in manila. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 
ard brands, 23c. to 26c. per Ib.; No. 

2 manila, 22c. per Ib.: No. 1 sisal, 
lb%ec. to 17c. per Ib.; No. 2 sisal, 
l14%c. to 16c. per Ib. 

SASH CORDS.—Jobbers’ prices are 


expected to follow the recent decline 
of the manufacturers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.40 per doz. hanks; No, 8, $8.45 doz. 
hanks. 


SASH PULLEYS.—tThere is little de- 


mand at this time. Prices are un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Common sash pulleys, 
50c. doz.: barrels, 54c. doz.: Common- 





sense, 2 in., 60c. doz.: barrels, 54c. 
doz.; No. 105, 46c. doz.: barrels, 42c. 
doz. 

SCREWS.—There is a good demand 


and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 75-20-10-10 per cent new list: 


round head blued, 72%-20-10-10 per 
cent new list; flat head brass, 72%- 
20-10-10 per cent new list: round 
head brass, 70-20-10-10 per cent new 


list. 
SOLDER AND BABBITT.—Prices are 
firm with a fair demand reported. 


We quote from jobbers’ stocks, 
f.o .b. (Chicago: Warranted 50-50 
solder, $44 per 100 Ib.: medium, 45- 
55 solder, $43 per 100 Ib.: tinners’, 
40-60 solder, $42 per 100 Ib.: high 
speed babbitt metal, $20 per 100 Ib.: 
standard No. 4 babbitt metal, $14 per 


100° Ib. 
STEEL SHEETS.— Prices are _ un- 
changed and sales are picking up en- 
couragingly. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.: 28-gage black 


sheets, $4.20 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.—A 
steady volume of orders for fall ship- 
ment is being placed, at prices about 
the same as ruling last fall. 

We jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 12c; 28 gage, 13c.: 26 gage. 
l5tec. per joint. Corrugated elbows. 
30 gage, $1.20; 28 gage, $1.50 per doz. 
Galvanized coal hods, 17 in., $5 doz. 


WIRE PRODUCTS.—Sales and inqui- 
ries are in increasing volume. Prices 
remain unchanged and very steady. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 Ib.; catch weight spool galvan- 
ized cattle or hog wire, $3.75 per 100 
Ib.; 80-rod spool of galvanized hog 
wire, $3.25 per spool. Polished fence 
staples, $3.50 per 100 Ib. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12-mesh, $1.95 per 100 sq. 
ft.: bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 57%-5 per cent 
discount: galvanized after made, 
per cent discount. 


quote from 





52%-5 
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WRENCHES.—Sales are normal and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — 
electrical set, in metal 
No. 101 Master Service Set, ; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 900 Square Socket Set, 
$3.70; No. 1878 Giant “‘Snap-on”’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


Radio 


and 
cases, 75; 


2.75 


Starrett Announces Set of 
Toolmakers’ Straight Edges 


For fine tool and die making, a handy 
set of small short length straight edges 
with beveled narrow edges, in a_ neat 
leather case has been brought out by The 
L. S. Starrett Co., Athol, Mass. On work 





where tool alignment and accuracy are im- 
portant this set will prove very invaluable. 

It consists of six lengths of tempered 
steel, 3/32 in. thick and 19/32 in. wide, in 
the following lengths: % in., 3% in., 1 in, 
1% in., 1Y% in., and 2 in. 


New Type Clamp-on 
Automotive Switch 
The Joseph Pollak Tool & Stamping Co., 
Inc., 81-85 Freeport Street, Boston, Mass., 
has placed on the market the Pollak Uni- 
versal Clamp-on Switch, a new type of 
automotive switch designed to eliminate 





use of drills, drilling holes, marring of the 
dash board, difficulty of assembly and in- 
stallation charges. 

It can be attached quickly to dash board, 
steering wheel spider, steering post, or any 
other suitable location, and can be removed 
and relocated without marring or disfigur- 
ing the object to which it is attached. 

The construction and finish is a one- 
piece heavy brass shell, beautifully finished 
in polished nickel or black enamel. 
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Hardware Trade Is Fair in Cleveland 
Territory—Collections Reported Slow 


(Cleveland office of HARDWARE AGE) 


AIR but not brisk is the situation in respect to the hardware 


trade in this territory at present. 


While business is not up 


to the expectations of those who looked for a heavy volume 
of orders during January, it is close to normal for this season of 


the year. 


Retailers have finished their inventories and are buying 


what they need to keep their stocks up, but are not showing much 
interest in placing future orders for spring and fall merchandise. 
Retailers’ sales generally are reported fair. 

Such seasonal merchandise as snow shovels and tire chains are 


extremely active. 


pected to be in good demand for a month or more longer. 


Radio equipment is still moving well and is ex- 


Jobbers 


are beginning to take some orders for bicycles for early spring ship- 


ment. 


A few changes in prices are reported. Prices that prevailed last 
year on lanterns and snow shovels have been reestablished for this 


year. 
has withdrawn prices on butts. 


Builders’ hardware is still irregular and one manufacturer 
A stiffening of the market is pre- 


dicted. A sharp cut has been made in prices on heating boilers and 


radiation. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tire chains are in heavy 
demand because of the recent snow- 
fall, and jobbers’ stocks of some sizes 
are exhausted. A moderate volume of 
business is being booked in tires and 
tubes for spring shipment. Local job- 
bers have made effective a decline of 
about 5 per cent in tube prices. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland, 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11.15: heavy duty oversize, 
balloon tires, 27 x 4.40, $9.15; 
4.40, $9.65; 30 x 5.25, $15.95: 32 x 6, 
$22.50; 32 x 6.20, heavy 
tan tubes, 30 x 
$1 1.60: 32 x 4, $2.50; 34 x 4%, 
balloon tire tubes, gray, 27 
$1.80; 29 x 4.40, $1.85; 30 x 5.2 
32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ stocks, 
. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X_ spark plugs, 
45c. each for less than 100 and 4lec. 
each for over 100; Champion regular, 
53c. each for less than 109, all sizes; 
a0c. each for over 100. 


AXES.—Sales are about normal for 
this time of the year. Prices are firm. 


Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.;: double pitted, handled, $24.50 
per doz.: double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BUILDERS’ HARDWARE.—The weak- 
ness that has prevailed recently in 
prices on butts has been followed by 
the withdrawal of butt prices by one 
leading manufacturer, and an advance 
is looked for. Lock sets are also very 
irregular, and there is some expecta- 
tion of an advance on these. Butts 
that sold at 19c. to 20c. a year ago 
are now down to 13c., and lock sets 
that were quoted at $7 a doz. a year 
ago are as low as $4.75 per doz. 


heavy duty, 
duty, $26.7 1D; 





BOILERS AND RADIATION.—The 
American Radiator Co. has made a 
sharp reduction on both boilers and 
radiation. The cut is from 20 to 22 
per cent on sizes for which there is 
the best demand and as high as 35 per 
cent on some of the larger sizes. The 
reduction on radiation is about 15 per 
cent. 

BATTERIES.—Some slight upward re- 
vision in battery prices is expected 
shortly, and it is stated that manufac- 
turers plan to adopt the plan of allow- 
ing freight to designation. Sales are 
fairly good. 


Jobbers quote f.o.b. Cleveland: 


No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
lots. 

Eveready B batteries, No. 486, 


3.58 each for unit packages and $3.85 


each for smaller lots. 
No. 6 ignition type dry cell bat- 
teries, 32c. eac 


BOLTS AND NUTS.—Sales are rather 
moderate, but regular discounts are be- 
ing maintained both by manufacturers 
and jobbers. 


Jobbers quote f.o.b. 

Large machine bolts, cut threads, 
50 and 10 per cent off list: small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list; stove bolts, 75 and 10 per cent 
off list; hot pressed nuts, $6.90 off 
list; small rivets, 65 and 5 per cent 
off list. 


CORRUGATED ROOFING.—The de- 
mand is inactive and prices are un- 
changed. 


Cleveland jobbers 
gage corrugated roofing 
square, f.o.b. Pittsburgh. 


COTTON GLOVES. — Manufacturers 
have not yet come out with prices for 
next season, which are usually an- 
nounced around the first of the year. 
This of late is attributed to the un- 
settled condition of the cotton market. 


Cleveland: 


28 
per 


No. 
$4 


quote 
at 


| 




















DENATURED ALCOHOL.—The _ de- 
mand continues good. Prices are un- 
changed. 


denatured 
cents per 


jobbers quote 
at 42 


Cleveland 
alcohol in drum lots 


gal. 
GALVANIZED WARE.—Sales are 
rather slow. Prices are firm. 
Jobbers quote f.o.b. Cleveland: 
Sprinkling cans, 4 qt., $5.90 per 
doz.; 6 qt., $6.65 per doz.; 8 qt., $8 
per doz.; 10 qt., $8.75 per doz.; 12 qt., 
$12.50 per doz.; 16 qt., $13 per doz.; 
galvanized nails, 10 qt., $2.60 per doz.; 
12 qt., $2.80 per doz.; 14 qt., $3.15 per 


doz.; 16 qt., $3.80 per doz. 
GARDEN HOSE.—FEarly orders have 
been in for some time, and jobbers do 
not look for much improvement in 
sales before early Spring. 

Cleveland jobbers quote standard 
&-in., double braid molded hose at 
9%c. per ft.; the same _in_ higher 
grade, 10%c. per ft.; standard “% in., 
lle. per ft. 

GLASS BAKING WARE.—Orders to 
fill out stocks that were depleted dur- 
ing the holiday season were still quite 


plentiful. 


Jobbers quote f.o.b. Cleveland: 

Casseroles.—Round or oval, 1 qt., 
$1.17; 2 at., $1.33; 2% aqt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates.—& in., 50c.; 9 in., 60c.; 
10 in., 67ce. 

Bread Pans.—No. 212, 60c.; No. 214, 
Sle 

Utility Dishes.—-No. 231, 67c.; No. 
232, $1.17. 

Tea Pots.—2 cups, $1.67; 4 cups, $2; 


6 cups, $2.33. 

LANTERNS.—Prices on lanterns that 
prevailed the past year have been re- 
established for 1927 and jobbers are 
beginning to take orders for Fall ship- 
ment. 

LEAD.—The market is holding steady 
at the recent price reduction. 


Cleveland jobbers quote lead pipe 
at 11% *cents per lb.; calking lead 10% 
cents per Ib.; sheet lead 12% cents 
per Ib. 
NAILS AND WIRE.—tThe retail de- 
mand is light and this is reflected in 
the limited amount of orders that are 
being taken by jobbérs. 
nails at 2.75 per 


Jobbers quote 


keg for car lots and mill shipment 
at $2.90 per kee for less than car 
lots. 

Jobbers quote as follows’ from 
stocks: 


Nails.—Less than car lots, $3 per 
keg; No. 9 galvanized wire, $3.45 per 
100 1lb.: No. 9 annealed wire, $3 per 
100 Ib.;: cement coated nails, $3 per 
100 Ib.; polished fence staples, $3.70 
per 100 lb.; galvanized fence staples, 
$3.95 per 100 Ib.; miscellaneous nails 
and wire brads, 70 and 10 per cent 
off list. 

Barbed Wire.—80 rod spools, Ly- 
man, 4 point cattle wire, $3.25; same, 
hog wire, $3.50; American special hog 
wire, $2.50. 


PAINTS AND VARNISHES.—The cur- 
rent demand is light, but some orders 
for mixed paints are being taken for 
spring shipment. Turpentine and lin- 
seed oil are unchanged. 


Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans, Outside white, $3 to $3.15 
per gal. in 1 gal. cans. 
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Turpentine in bbls., $1.05; less than 
bbl., $1.20 per gal. 

Linseed oil in bblis., 95c.; less than 
bbl., $1.05. Boiled, 3c. extra per ry 
White lead, in 100 Ib. kegs, 
per Ib.: in 50 and 25 Ib. kegs, isige. 
per lb.; in 12% Ib. kegs, 15%c. 
lb.; in 500 Ib. lots, 10 per cent dis- 
count; other prices are net. 

POULTRY NETTING AND WIRE 
CLOTH.—Early buying is about over 
and not much activity is expected be- 
fore early spring. 

Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.: 16 mesh, $2.75 
per 100 sq. ft.: bronze, 14 mesh, $5.50 
per 100-ft. rolls: 50-foot rolls, 10c. ad- 
ditional. Poultry netting egalvan- 
ized after weaving, 50 and 7% per 
cent off list: galvanized before weav- 
ing, 50, 10 and 7% per cent off list. 


PREPARED ROOFING.—Not much 
business is being taken for spring 
shipment. 


Cleveland jobbers 
phalt roofing at 
medium, $1.30 per 
per roll. 


RADIO EQUIPMENT.—The demand 
for radio sets, tubes and other acces- 
sories has held up quite well since the 
holidays, and jobbers predict that the 
demand will not show much falling off 
before March. 


light 
per 
heavy, 


quote 
$1.10 
roll; 


as- 
roll; 
$1.55 





is moving in mnioderate 


volume. Prices are unchanged. 
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Cleveland jobbers quote best grade 


of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per Ib. for 


stock shipment; sisal rope, 15%c. per 
lb. for factory shipment and l6c. for 
shipment from stock; folder twine, 
21 oz. and coarser, llc. per Ib. 


SHOVELS.—The demand is about nor- 
mal for this time of the year. 
Jobbers quote f.o.b. Cleveland: No. 
2 fourth grade, $10.50 per doz. in full 
bundles; No. 2 third grade, $12.50 per 
doz.; solid shank shovels, Sycamore, 
$12 per doz. in full bundles. Ruf-nek 
black finish, $13.50 per doz. First 
grade shovels, $16 per doz. 


SKATES.—Quite a little business is 
being booked in skates, although the 
buying season is drawing to a — 


Cleveland jobbers quote 
Cleveland: Union, No. 1624, B4c. ; % 


oi 17; 


524%, $1.18: No. 424%, $1.63; No. 
52414. ladies’, $1.42; No. 424%, ladies’, 
$1.08; No, 500 Bob, 44c.; Alumo shoe 
skates, polished, all patterns, $7; 
satin finish, $5.50; Professional, $8; 
Crusader, $4. 


SLEDS.—Prices that prevailed last 
year on the Flexible Flyer and Light- 
ning Guider types of sleds have been 
reestablished for 1927. Sled business 
is still fair. 


Cleveland jobbers quote subject to 
33% per cent disc ponent Te Flexible Flyer 


No. 1, $3.75: 4.73: No. a $6: 
No. 4, $6.50 No. 5, $8.75; Junior 
Racer, $5.25 Racer, $6.50; Lightning 
Guider per dozen net, No. 19, $11.40: 
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No. 20, $13.30: No. 21, $15.20; No. 4 

$17.10; No. 22%, $19.95: No. 25, $25.6 
SNOW SHOVELS.—The 1926 prices on 
snow shovels have been reestablished 
for this year. Owing to the heavy 
snowfall, sales have broken all pre- 
vious records in spite of the fact that 
retailers carried over many shovels in 
stock last year, when they did not 
move freely because of the absence of 
snow. 


Cleveland jobbers quote: Owosso, 
galvanized steel blade shovels, No. 
33, $9.50 per doz.; No. 34, $10. 25 per 


doz.; No. 31, spring steel shovel, $9.25 
per ‘doz.: No. 36, double handle, $13 
per doz. 


STOVE PIPE AND ELBOWS.—A lim- 
ited amount of business has been taken 
at the recently announced new prices 
for this year. 


Cleveland jobbers quote: Security, 


6-in., 28-gage, blued stove pipe at 
$3.37 per crate, f.o.b. factory, and 
6-in. blued and crimped elbows at 
$1.32 per doz. 


STOVE BOARDS.—The prices that 
prevailed last year are in effect for 
1927, but sales for fall delivery so far 
have been light. 


Cleveland jobbers quote: Wood 
lined stove boards, 30 x 30 in., $18.40 
per doz.; 33 x 33 in., $21.70 per doz.; 
paper line 28 x 28 in., $8.40 per doz.; 
30 x 30 in., $9.90 per doz.; 32 x 32 
in., $11.75 per doz. 








Washburn Company Has 
Counter Display 


The Washburn Company, maker of 
small kitchen items with factories at 
Worcester, Mass., Chicago, IIl., and Rock- 
ford, Ill., is offering to hardware dealers 
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SNO-CAP ~ 
Nhe Androck line 


ala ’ 
’ wu 


Cernfi® chen f 
‘ 6: 


a ..w attractive counter display containing 
a balanced stock of the 16 articles of its 
“Sno-Cap” line. 

The display is designed for beauty as 
well as merchandising value. It puts the 
whole line before the customer as a unit 








that suggests the purchase of complete sets 
instead of one or two items. 

The step-like design of the fixture makes 
possible an attractive display with a list of 
the uses under each item which should 
stimulate sales. The displays may be had 
either through jobbers or direct from the 
Washburn Company. 


Westinghouse Reorganizes Its 
Engineering Department 


A complete reorganization of the engi- 
neering department, to obtain a better con- 
centration of engineering personnel and 
facilities at the East Springfield works, 
Westinghouse Electric & Mfg. Co., has 
been announced by W. S. Rugg, vice- 
president in charge of engineering. 

C. H. Garcelon, formerly manager en- 
gineering, East Pittsburgh works, has 
been appointed manager of engineering, 
East Springfield works, and will have ad- 
ministrative charge of all engineering at 
this plant. C. A. M. Weber has been 
appointed manager small motor engineer- 
ing department and E. W. Denman has 
been made section head in charge of the 
fan motor section of that department. 
A. K. Phillippi will continue to act as resi- 
dent engineer, radio engineering depart- 
ment. 

In the new plan of operation, farm 
lighter and locomotive headlighter work 
will be retained at the East Pittsburgh 
works under J. M. Hipple, present man- 
ager of motor engineering, but all other 
fan motor and small motor engineering 
will be located at East Springfield. 





Standard Electric Stove 
Announces Model 956 


The Standard Electric Stove Co., manu- 
facturer of electric ranges, 1714-1720 
North Twelfth Street, Toledo, Ohio, has 


announced its Model 956, a full white 
porcelain enamel electric range with con- 
servative nickel trims. 

It has two eight-inch and one six-inch 
open or closed type of hotplates and an 











oven which is 17% in. wide, 12 in. high and 
15 in. deep. The cooking top is full size, 
18% x 22) in. 

The range occupies a floor space 45 in. 
x 22 in. Height to cooking top is 32 in. 
Shipping weight is 200 lb. The general 
specifications include an angle switch panel, 
cast porcelain enameled cooking top, con- 
venience outlet, rustless oven lining, pan- 
eled oven top and sides. 
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General Trade Reported Improving in 
Pittsburgh District—Prices Firm 


(Pittsburgh office of HARDWARE AGE) 

ARDWARE business is not yet showing real activity, although 
H with the jobbers’ salesmen out again, there is a steady flow 
of orders and the mails are fairly heavy with direct orders 

for fill-in requirements. Advance spring orders are beginning to 
show in some directions, but not in others and there is room for im- 
provement taking these lines as a whole. It is not believed that 
retailers carried big stocks of either winter or spring goods over 
from last year, because throughout 1926 there was a pronounced 
tendency to order in strict accordance with real needs. Retailers 
cleaned up closely on winter goods in 1926 and it is generally be- 
lieved they are now in liquid condition as to supplies. This should 
be helpful to business this year, although wholesalers do not ex- 
pect there will be any radical departure among retailers from their 
recent policy of buying close to their known requirements. Condi- 
tions as to the ability of manufacturers to supply goods at short 
notice and of the railroads to move goods with great speed are un- 
changed and no doubt the distributors will take full advantage of 
this situation as long as they can. This means that the manufac- 
turers must act in the capacity of jobbers in the carrying of stocks 
and the retailers are taking a good deal for granted in assuming 
that the manufacturers will continue indefinitely to act in that 
capacity and shoulder the financial cost of the operation. Eventu- 
ally, there will be a charge for this sort of service and all that has 
prevented its application up to this time is a fear on the part of 
one manufacturer that if he refuses to render the service without 
charge, some other will and the loss of a customer has been the im- 





portant consideration. 


The only important price change in 
the past week is an advance of 10 to 
12% per cent in strap and T hinges 
and wrought butts. Collections still 
are reported to be fairly good. 

As the prosperity of the steel indus- 
try always has a bearing not only on 
hardware business, but on business in 
general in this district, it is of interest 
to note that this industry is getting off 
to a much slower start this year than 
either last year or the year before. 
And because business has not shown 
the expected upturn following the year- 
end recession, some anxiety for orders 
has cropped out here and there with the 
usual result that prices have softened. 
This weakness has been rather pro- 
nounced in sheets and really severe, 
both of which lines enter heavily into 
the manufacture of hardware items. 
Incidentally, the weakness in these 
products, while it has not extended in 
other directions, does have the effect 
of creating uncertainty in the general 
market, because of the tendency among 
steel consumers to reason that if there 
is room for price reductions in one or 
two products, there is the same mar- 
gin in other lines. 

There is really very little reason, 
other than the personal factor, why 
the steel market should not be pre- 
senting a good front. If, as many be- 
lieve, fewer automobiles will be built 





this year than last, and that the re- 
quirements of steel for building con- 
struction and for agricultural imple- 
ments will be less in 1927 than in 1926, 
there is likely to be a larger demand 
and probably an offsetting one from 
the railroads, and it would seem that 
the oil and gas industry will have need 
for large quantities of pipe this year. 
But prospects really seem to have little 
to do with steel market developments 
just now. The fact that the industry 
had an uninterrupted flow of orders 
in good volume in the 18 months ended 
last October, and has not been doing 
so well in the past 90 days, has made 
for restlessness and a revival of the 
idea that there are orders provided the 
price is low enough. It seems to be 
forgotten that the best way to keep 
buyers out of the market is by cutting 
prices. Weakness in strip steel should 
not be regarded as indicative of a gen- 
erally weak steel price structure. That 
division of the industry is comparative- 
ly new, and as it grows older is find- 
ing it possible to effect cost econo- 
mies, but not finding to keep the in- 
| formation from reaching its customers. 

It might be supposed that with the 
prospect that the miners and mine 
owners will not find it possible to 


agree on a new wage scale with the 





termination of the present agreement 





on April 1, and that there will be a 
suspension of union mines and some 
curtailment of non-union production 
with the defection of the union men 
who have been working in non-union 
mines who will respond to a _ strike 
call, there would be some preparation 
against a possible curtailment of steel 
production. But the steel companies 
and industrial companies’ generally 
have been building up stocks of coal 
against this emergency, and the strike 
prospect is causing little concern. It 
is generally believed that the miners 
have not sufficient financial strength 
to maintain a long strike, and since 
so much productive capacity now is 
classed as non-union, it is felt that be- 
tween the stocks and the non-union 
production, the country can get along 
very well for several months without 
union production. 

BATTERIES.—The report about this 
line is the same as it has been for a 
long time—one of steady demand and 
a good turnover, with no change in 


prices. 

Jobbers’ quotations to retails 

f.o.b. Pittsburgh: 
Broken Unit 

Packages Packages 

a nee a $1.05 $0.97 
i. errr 1.22 1.14 
A | ee 1.32 1.22 
ree 1.40 1.30 
0 re 2.62 2.44 
= eer 2.62 2.44 
cI. ae Sl 3.00 
eM tdbekeweeees .42 .o9 
 ... ra 40 3D 
No. 6 dry cells, ignition type unit 


packages, 32c. each. 
Flashlight.—No. 935, 9%ec. 
950, 10%c.; No. 790, 22c.; 
2114c.; 750; «l8c.; No. 751, 24c. 
Hot Shot.—No. 1461, $1.70; No. 1662, 

$2.35. 
BOLTS, NUTS AND RIVETS.—Manvu- 
facturers are working on a new price 
schedule. Costs of the various sizes 
have been carefully studied, and some 
time in the near future the results of 
these studies will be presented in a 
formal way. It is understood they will 
bring about a closer relation between 
costs and selling prices of the various 
sizes, and that this will mean reduc- 
tions in sizes that have been high and 
advance in those that the study dis- 
closed as selling too low, based on pro- 
duction costs. The word from the 
manufacturer is that the idea of plac- 
ing the burden of the cost of doing 
broken case business on those who are 
responsible has not been abandoned. It 
may be that this will be the first at- 
tempt by manufacturers to make a 
charge for small lot service. Jobbing 
business in bolts, nuts and rivets is 
not particularly heavy. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads. 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 


each; No. 
No. 705, 
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45 per cent off list; stove bolts, 75 
and 10 per cent off list: tire bolts, 40 
and 10 per cent off list; nuts, mat 


in., $10; 
ve $7 Bo: ieule. small wagon and 
) S, 60 per cent off list. 


BUTTS AND HINGES.—Advances of 
10 to 12% per cent have been an- 
nounced in strap and T hinges and in 
wrought butts. It seems that a reduc- 
tion made in these lines late last year 
was not justified by the cost of pro- 
duction, and the present advance is 
merely an adjustment that makes it 
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for current or future requirements. 

Prices show no special change except 
‘for turpentine, which has dropped 4c. 
per gal. 

Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gal- 
lon; lower grades, $2.25; white lead, 
141%,c, per Ib. in 100-lb. lots; 10 per 
cent less in lots of 500 Ib. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 96c. per gal. 
in barrel lots: raw linseed oil, 12.3c. 
per Ib. in barrel lots. 


SKATES.—Demand for ice skates is 
faltering, but some interest is noted in 
roller skates for early spring shipment. 
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WEATHER STRIP.—There is some 
demand for weather strip, but it is 
entirely for small lots. Jobbers quote: 


Phe and felt, % in., $1.80 per 100 
¥% in., $3; cushion, all felt, % in., 


3D. 40; Bey ‘in., $2.80; 3% in., $3. ot all 
rubber, \y, in., $2. 40; ¥% in., $3.2 1 
n 

Home Comfort, in 100-ft. car- 


tons, $5.50 per carton, in 100-ft. reels 
$5 per 100 ft. 


WIRE PRODUCTS.—Some pick-up in 
demand is. noted, but sales are not 
running any heavier than usual at this 
time of year. 

We quote from Pittsburgh jobbers’ 





possible for producers to earn a living | Jobbers quote: 


profit. 








ice Skates.— Winslow line, er 7" 
S4c. per pair, same, 


stocks: 
Fence Wire 


(Per 100 Ib.) Annealed Galvanized 


L. S. 12 





ICE CREEPERS.—Very fair demand 2120, $1.20, same L. S. $1.50; No. "9140, No. 6 to 9 gage...... $3.00 $3.45 

, . : $2.10, same L. S. $2.50. SY cchesweee duet ooh 3.05 3.50 

continues for creepers, which jobbers Roller Skates. — Union Hardware 7 eReeriteepeie 310 3.55 

quote: Co. line, No. 2, ec. per pair; No. 3, Se bes bene Ponge npeth 3.15 3.65 

T5e. No. 10, No. 6, $1.55: SG RR ae eer 3.25 3.80 

Security, $3 per doz.; Instep, $3.25; Ww netour line, No. 38%, $1.50; No. eres €- 3.35 4.00 

Pe an sags 0; Blue Ribbon, $3.75; 8, $1.60 Serre rt oa 

l ov. . i SP ee ere . 

wanes SLEDS.—Demand for sleds for this | 36 icc Goer sous spoon 2 

4 . , winter seems very largely satisfied, 2-point cattle .........seeeeeeees .00 

There is the usual lively interest in | and only a few small orders now are Se eas *27 47 arereas eevee’ ++ 

— — Sederaiien to mw a being received. Jobbers quote: 4- bee hog sa anuegciperectees es 3.50 
Of year. incubators are not selling Flexible Flyer, No. 1, $3.75 each: “Field \ Wire Deuce tu 

: ‘ : Tr, . |, do. , ; Field Woven Wire Fence r 100 
with much freedom, but there is active Ne. & 4. 3. No. 3, $6: No. oe rods): . ‘ _ 

: subject to dealer’s discount o SLA witbidirui¢ueessonunwaeuel .00 
call for brooders, fountains and other | percent; Lightning Guider,, No. 19, ee oe werene yr een ersts ere 
chicken’ raising supplies. Jobbers $1 each; No. 20, $1.20; No. 21, $1.40; a ee ee 27.10 
quote: No. 22, $1.60 net. OS ST Te re ee eee 36.15 

Incubators, No. 1, $26.25 each: No. |SNOW SHOVELS AND CLEANERS. | og3gc'g cooccocccc000D00001 4835 
2, $81.15; No. 3, $40.43; No. 4, $47.60; —Demand for shovels and sidewalk _Poultry: ¥ 
, $18.25; No. 1? B, $35.73: brooders, | Cleaners is no longer very active, and | NO. iygg 0000000000000 000 53'00 
pertanle, No. ag BS No. 21. sales are few and generally small. tL RRR e pe ener: 48.50 
8&5; No. ‘ 30; ue flame, No. a Steel Fence Posts: Galvanized tu- 
80, $14.00; No. 81, $15.75; coal burn. _| Jobbers quote: bular 
ing, No. 117, $15.05; No. 118, $18.55; Cleaners, No. $4.20 per doz.; No. | bvetecss saudedevevn ¢aeaa 50c. each 
No. 119, $21. 6, $5: No. 7, $7.3 20; . &, $8.40; 6 4y (hbk ceCanbeneawenevaaes a se 
. . : shovels, wood, D handle, $6 per doz.; i ere ere ae ee 5c. eac 
PAINTING SUPPLIES.—Business has mae bandie. $5.50; galvanized steel, Bright nails, base, per keg, $2.95 
not yet begun to show much life either $11: black spring steel, $10. to $3. 








The Spokesman of the White House 


RESIDENT COOLIDGE instituted the thoroughly 

democratic system of meeting the Washington news- 
paper correspondents at Jeast once a week. But, natur- 
ally, there were complicated reasons why he did not 
wish his replies and opinions to be quoted verbatim 
as those of the President of the United States. So it is 
an open secret that the phrase was coined out of pure 
air: ‘“The Spokesman of the White House.” And today, 
although newspapers everywhere know that this Spokes- 
man is really the President himself, still no newspaper- 
man can really claim that the President ever said what 
the Spokesman is quoted as saying, since every Washing- 
ton newspaper correspondent is in honor bound, if he 
attends these regular newspaper sessions at the White 
House, never to quote the President directly. 

There is a vast difference in this respect between the 
President and the average retail business man, because 
the latter is blamed, not only for what he himself says, 
but also for every remark made by his clerks and sales- 
people. 

It would be a grand thing for the average retail store 
if some such spokesman of the establishment could be 
invented and made use of, in whose mcev1th could be placed 
every statement which could possibly produce any come- 
backs trom the consumer. 

But, that being impossible, the next best thing is to 
train clerks and salespeople to be unusually careful in 
the promises they give and the assertions they make, as 
regards the goods and the services offered by the busi- 








ness establishment. It is a remarkable thing that among 
the thousands of employees in the pay of the enormous 
American Telegraph & Telephone Company, every one 
of them knows that there are but two people who have 
the right to speak for the company. One of those 1s 
the president and the other is the manager of publicity. 
And discipline is enforced rigidly to see that no other 
employee ever takes upon himself or herself to publicly 
think for the company. Any retail establishment which 
can emulate this splendid example will be doing some- 
thing well-nigh worthy of being catalogued with the 
seemingly impossible. 





A hardware man took me into his stock room and 
showed me a pile of old iron hinges and handles, catches 
and latches, and other old door hardware from houses 
and barns. 

“See that pile?” he asked me. “Im going to invite in 
an antique dealer [ know of and let him make me an 
offer on that outfit. There'll be something in the lot 
that will be worth money. I sold an old wrought iron 
handle one day for ten bucks. The way I got that stuff, 
I advertised that I would allow a dollar for the old 
hardware on any purchase of new hardware for two or 
more doors. And how I came to do it was because one 
of the boys saw an electric store where they were offer- 
ing to allow a dollar on the purchase of a new electric 
iron when the customer brought in any old, used-up 


iron.”—C, F. C. 
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Retail Buying Heavy as Can Be Expected 
in New England at This Time of Year 


EW ENGLAND retail buying of hardware has dropped off 
somewhat the last week owing to weather conditions. 


(Boston office of HARDWARE AGE) 


Busi- 


ness is by no means quiet, however, but lacks the snap previ- 
ously noted. It is fully as heavy as can be expected at this time of 


the year and in the opinion of most jobbers is a little heavier. 


In 


former years January and February were quiet months with the 
average retail dealer and it was difficult to work up much interest 


among the trade in seasonable or other kinds of merchandise. 


To- 


day, however, there is a small yet sustained demand for such mer- 


chandise as skates, sleds, snow shovels, ice creapers, etc. 


There is 


also a demand for standard merchandise, but practically no inter- 
est in futures, except in a few isolated instances. 
Collections, according to jobbers, are very fair, the natural result 


of December’s large business. 


Retail stocks throughout New En- 


gland are reported as comparatively small, yet well balanced. The 
financial standing of the average retailer is therefore considered 
sound. In view of the fact it is noteworthy that there is very little 
expansion in the retail field. There are some people looking for 
stores, but in most instances they have little capital to start on and 


desire to give long-term notes. 


Few retail dealers care to sell out 


on any such basis, and few jobbers are anxious to back these would- 


be beginners. 


In making a comparison with other retail lines the 


hardware is more than holding its own. 


AUTOMOBILE ACCESSORIES. — A 
slight reduction has been made in the 
cost of Klaxon horns, and jobbers have 
also readjusted prices on tires and 
tubes to conform with new lists issued 
by manufacturers earlier in January. 


We quote from Boston jobbers’ 
stocks 

Bumpers.—One to 49 count, 40 per 
cent discount; 50 to 249 count, 40 and 


5 per discount. 

Fender Guards.—One to 49 count, 
40 per cent discount; 50 to 249 count, 
40 and 5 per cent discount. 

Horns.—Klaxon, quantities less 
than $50 in list value, 35 per cent 
discount; in $50 to $199 value, 40 and 
5 per cent discount; in $200 value, 
50 per cent discount. 


Tires. — Mansfield line, fabric, 
clincher, 30 x 3 in., $6.35-each net; 
30 x 3% in., $7.25. 


Heavy duty cord, 
straight side, 30 x 3 $10.95 
each net; 31 x 4 in., $13.75; 32 x 4 in., 
$14.50; 33 x 4 in., $15.25; 34 x 4 in., 
$16.00; 32 x 4% in., $19.75; 33 x 4% in., 
$20.50; 34 x 4% in., $21.25: 35 x 4% 


in., $22; 36 x 4% in., $22.75; 33 x 5 
in., $26.85; 35 x 5 in., $28.85. 

Truck.—Cord, 32 x 4% in., $24.75 
each net; 33 x 4% in., $25. 65: 34 x 
4% in., $26.55; 30 x 5 in., $29.85; 
33 x 5 in., $32.95; 34 x 5 in., $35.45; 
35 x 5 in., $36.25; 32 x 6 in., + ‘oe 36 
x 6 in., $50.40: 38 x 7 in., $70 


Tubes.—Inner, tan, in oe lots, 
30 x 3 in., $1.50 each net; 30 x 3% 
n., $1.70; 32 x 3% in., $1.90, in lots 
of 12 or more deduct 10c. each tube; 


31 x 4 in., $2.40; 32 x 4 in., $2.50; 
$ x 4 in., $2.60; 34 x 4 in., $2.75; 
32 x 4% in., $2.90; 33 x 4% in., $3; 34 


$3.10: 35 x 4% in., $3.30; 36 
x 4% in., $3.40; 30 x 5 in., $3.45; 33 x 
5 in., $3.75; 34 x 5-in., $3.85; 35 x 5 
in., $4; in lots of six tubes or more 
deduct 10c. per tube; 32 x 6-in., $6.20; 
36 x 6 in., $6.15; 38 x 7 in., $9.40. 


x 4% in., 


CLAM DIGGERS.—A few advance 
spring orders for clam diggers have 








been booked by the jobbing trade here. 
Retail stocks are small. 
We quote from Boston jobbers’ 


stocks: 
Clam Diggers.—Six tine, 26-in. 
six tine, 


handle, $14.10 per doz. net: 

extra heavy, 26-in. handle, $18.90; 

Sg pattern, four tine, riveted, 
09, 


CROWBARS.—Jobbers also are secur- 
ing some advance orders for crowbars. 
As compared with a year ago, there is 
little change in costs. 
We quote from Boston jobbers’ 
stocks: 
Crobars.—Wedge point, 8%c. per 
Ib. net; pinch point bars, 67c. each 
net. 


EGG CARRIERS.—New England hens, 
as well as those in other sections of 
the country, are laying more freely, 
and some of the retail trade have been 
obliged to reorder egg carriers. The 
buying is not large, however. 
We from Boston jobbers’ 
stocks: 


Egg Carriers.—- New model egg 
crates, metal, capacity 1% doz., 88c. 
each net: 2 doz., $1.05; 3 doz., $1.23; 
4 doz., $1.40; 6 doz., $1.75. Regal, ca- 
pacity 15 eggs, 14c. each net; 30 
eges, 26c.; 50 eggs, 47c.; 100 eggs, 
84c. Cases with fillers, capacity 15 
doz., $1.95 each. Poultry shipping 
crates, $1.68 each. 


GUNS AND AMMUNITION.—New 
prices on loaded shells have been issued 
by the leading manufacturers, which 
show sizable reductions. Drop shot 
also is lower, about 10c. per bag. 


We from Boston jobbers’ 
stocks: 

Drop Shot.—Boy Scout, 
$4.45 per case; B and larger, 
per bag. 


quote 


quote 


in tubes, 
$2.85 





HAMMERS.—Retailers are constantly 
picking away at carpenter hammers, 
tack hammers and the like, which 
serves to keep interest alive. The for- 
ward buying movement of heavy ham- 
mers is just getting under way, if or- 
ders booked the past week by jobbers 
can be taken as an omen. 
We quote from Boston jobbers’ 


stocks: 

Hammers.—Nail, Stanley, No. 
13-o0z., $1.14 net each: 16-02z., 
No. 12, 13-o0z., 98c.; 16-0z., $1.03. 

Machinists’—Stanley, 
77c. each net: 8-oz., 77c.; 1 : 
16-0z., 79c.; 20-02... 86c.; 92c. 

Heavy Hammers.—Striking, under 
5 Ib., 50 and 10 per cent discount; 5 
lb. and heavier, 60 per cent discount. 
Hand drilling, 50 and 10 per cent 
discount. Mason, 50 and 10 per cent 
discount. Spalling, 50 and 10 per 
cent discount. 


HOES.—Jobbers insinuate a change is 
coming in some styles of certain makes 
of hoes, but they are not in a position 
to issue details. It is intimated the 
change will be downward. 


LAWN ACCESSORIES.—Certain re- 
tailers are taking the bull by the horns 
and ordering lawn accessories. Retail 
stocks of lawn mowers, garden hose 
and trimmers are said to be small, and 
jobbers anticipate that 1927 sales will 
equal or better those of 1926. 


We quote from Boston jobbers’ 
stocks: 

Hose. — Commercial, %-in.,. 7%c. 
per ft. net; Leader; %-in., 4C., - 
in., 8%c.; Viokson, %-in., 10c.; Vigi- 
lant, %-in., 10%c.; Olympia, %-in., 
10c.; Good Luck; 5¢-in., 10c.; Milo, %- 
in., 11%c.; Bull Dog, %-in., 13%c. 
Add. %c. per foot for 25 ft. lengths. 

Couplings.—Hose, Perfect Clinch- 


ing, $2.25 per doz. net. Hose men- 
ders, $8.40 per gross. 

Lawn Mowers. — Colonial, 
$8.25 each net; 18-in., $8.63. 
port, 16-in., $7.75; 18-in., $8.13. Im- 
portal 14- in., $14; $15; 18-in., 
I - in., $17. Competitive makes, 
1é- oS $5.50: 16-in., $5.75. 

Lawn. Mowers. — Townsend line, 
Victory, 12-in., $11.16 each net; 14- 
i ; 16-in., $13.64; 18-in., 


16-in., 
New- 


$9. 60: 20- in., 
$6.60; 14- in., 40; 
18- in., $8.88; 20- in., $9.6 
Lawn Trimmers. L. - makes, 
$15 each list. Discount, 50 per cent. 
Factory Shipment.—On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. 
Lawn Roller.—Water Weighted, 18 
in. diameter x 24 in. long, $13.34 each 
net; 24 in, diameter x 24 in. long, 
$15.34. 
Sprinklers.—Lawn fountain, $6 per 
doz. net; fountain, half circle, $5.50. 
Rain King, $2.34 each net. 


OIL STOVES.—Some bookings of oil 
stoves for spring delivery have been 
made by jobbers, but the season is 
opening somewhat disappointing. 
We quote from Boston jobbers’ 
line, 


stocks: 
Oil Stoves.—Nesco No. 211, 
- No. 212, $12.25; ' 
. 214, $19.60; No. 233, 


» $31.15. 
each net: No. 


on page 64) 


No. 1102, $3.68 
(Continued 
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Hardware Trade Resuming Activity in 
Northwest Territory — Prices Firm 


in the Northwest tributary to the Twin Cities. 


(Minneapolis office of the HARDWARE AGE) 


Dealers for 


VERY fair amount of business in general is being transacted 


the most part are past the yearly inventory, and are shaping 


their stocks for the coming season. 


They are still buying in a 


rather hand-to-mouth fashion, but to some extent at least are plac- 
ing orders for spring requirements. 

Much of the territory in Wisconsin, Minnesota and North Dakota 
is heavily blanketed with snow, and while the road machines are 
keeping some of the main highways open for traffic, other roads 


are blocked to anything except sled travel. 
influence on trade in many lines. 


This has a deterring 


Collections are fair, holding, perhaps, to the average volume for 


this time of the year. 


for 1926 show a volume about equal to the previous year. 


Final building reports for the larger cities 


Archi- 


tects state that projected building for this year is running high at 


the present time. 


AXES.—Sales are normal for this time 
of year. Stocks are well balanced, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50; qx? bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 

de- 


AUTOMOBILE TIRES.—Retail 
mand is light at present. Dealers are 
being solicited to place the orders for 
spring requirements. Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty Cord, $3.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 
$11.15; heavy duty oversize, $14.50; 
balloon tires, 29 x 4.40, $9.65; 30 x 
5 ot $15.95 ; , 6.20 
6.75: tan tubes, 30 x 3%, $1.70; 32 
{, $ ; 34 x 4%, $3.25; balloon 
re tubes, gray, 27 x 4.40, $1.90; 29 x 
4.40, $2.95: 30 x 5.25, $2.70: 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 


BOLTS.— Demand for bolts is fair, 
with stocks ample for present demand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 50 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Sales are light, with stocks 


$2 
x 
ti 


in similar condition with dealers. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25 

lb. boxes at 75 per cent from list. 
CARPET SWEEPERS.—Sales are nor- 
mal, after a good demand during the 
holidays. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54: Elite, $60; 
Grand Rapids, japanned, $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 

17 in., $60; Parlor Queen, $56; Prin- 
cess, "$50 - Universal, nickeled, $46; 
japanned, $42 per doz. net. 
COAL HODS.—Sales are beginning to 
taper off for the season. Stocks are 
grading down, in dealers’ hands. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 








coal hods, 17 in., $3.35 18 in., on: 
japanned ‘funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 
in., $6.00: 18 ‘in. $6.80 per doz. net. 


CHAIN.—Sales of log chains are 
steady and fair. Quotations are un- 
altered. 


We quote from _ jobbers’ stocks, 


f.o.b. Twin Cities: Log chains, 4 x 
14, $13.85; % x 14, $10.90; % x 14, 
$10. 15; y," in. proof coil, $12; % in., 
$8.90; % in., $8.30; % in., $9. 85 cwt., 
net. 


FILES.—Dealers are beginning to fill 
in their stocks for the coming season. 
Prices remain unchanged. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Call for tubs 
and cans is fair, with stocks ample. 
Prices have not changed. 


stocks, 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: oy! Now 1 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25: neany tubs, No. a. 
$12.60; No. 2, $13.80; No. 3, $15; 
Standard 10-qt. pails, $2.55; 12-qt., 
$2.90. 14-qt., $3.25; stock pails, 16- 


qt., $5, and 18-qt., $5.50 per doz. net. 
GLASS AND PUTTY.—Call is light at 
present in the retail stores. Prices are 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and _ strictly 
pure putty in 50-Ib. drums at $4.85 
cwt. net. 


HAMMERS AND HATCHETS.—Small 
tools are selling at an average rate, 
following the holiday demand. Stocks 
are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60: Plumb No. FH- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per doz. net. 


LAMPS AND LANTERNS.—Demand 
still is very good for lamps and lan- 
terns, the call for the gas lanterns and 
lamps being steady. Prices are firm 
as last quoted. 
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jobbers’ stocks, 
Long or short 
tubular lanterns, No. 2, $13 
No. L327 Coleman lanterns, 
5; No. L427, $6; No. C329 lama, 
- No. C318, $7; No. C317, $7.4 
each, net. 


NAILS.—Sales are still light, with 
dealers’ stocks held at a low point. 


Prices are steady and firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 
in 100-lb. kegs at $3.25 per kee base. 

OIL HEATERS.—Sales are fair. Deal- 
ers are anticipating their sales when 


the weather changes to milder tem- 


We 
f.o.b. 
globe 
doz. : 


quote from 
Twin Cities: 


peratures. Prices are firm and un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin ities: Nesco Perfect 
oil heaters, No. 12, $5.50; o. 15, 
7.00; No. 016, $8.25; No. 0190, 
$10. 50: No 151, $7. 50; No. 0161, 
$8.75; No. 0191, $11. 00; No. 505 Giant, 


$11.25; No. 605, $12. 15 each, with dis- 
count in quantities less than ten, 30 
per cent; ten or more, 30-5 per cent. 


OIL STOVES.—Occasional sales are 
recorded at present. The real demand 
will start with the opening of spring 
building operations and warm weather. 
Prices are steady and firm. 


We quote from jobbers’ _ stocks, 

f.o.b. Twin Cities: 
NESCO— 

‘> Fe “Pee orretTre $9.50 
NNO. SiS BS DUTMOTH ..ccccccses 17.50 
No. 213 3 burners ....cccccee 22.00 
No. 214 4 burners ........... 28.00 
BVO. ZO § DUTMOTS 2. ccccecece 39.50 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 


With vitreous enameled stove tops 
and splash backs: 
No. 233 3 burners 
No. 244 4 burners 

Nesco dealers’ discount, lots of less 
than 10, r. per cent, lots of 10 or 


more, 30-5 » per cent. 
Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
— discount, 30 and 5 per 
cen 


Wicks, Ete. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—Retail 
sales are light at present. Spring or- 
ders in some instances are being placed, 
but delivery will be made later. No 
price changes have been announced. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1-gal. cans, 
and white lead in 100- lb. containers 
at $13.84 cwt. net. 

PUMPS.—Demand is slow, with deal- 
ers’ stocks at a low point. A very good 


year is anticipated in this line, how- 


cook 


ever. Prices are firm as last quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 


plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in, stroke, 6-ft. set length, $5.25 
each net. 




















iy [nvestigate—this 
WW) source o f extra income 


Sash Chain for bungalows, 
houses, apartment buildings 


Y ¥ YOU have not already done so, investi- 


¢ 
Ps 














Stronger gate the sales possibilities of ‘““ACCO”’ 

Methods oa No. 8 Sash Chain. Hardware dealers every- 

of Attachment Can’t fray ——- Where are finding that it pays to push this 
ny chain and that it builds a steadily increas- 


Outlasts ing repeat business because of the satisfac- 
building tion it gives. | 
a “ACCO” No. 8 Sash Chain can be used for 


Costs no more any opening for which the sash is equipped 
per Opening with cord pulleys. It will actually cost no 







For one-hole sash. These coil 






8 
thet comnet sour thane. tee th d— 1 h ] 

ee ee i than cor more than cord—in some cases, much less. 
extra cost, %-inch, 7%-inch wy No waste to chain—100 feet hang at least 






and l-inch. Simply slip coil 
into end link, as illustrated 
above, give it aturn and in- 
sert in sash with thumb. No 
hammering necessary. 


No. 2 






Easier to install seven openings, while cord hangs only five. 


— me Carpenters work quicker with ““ACCO” 
elps you se Chain—it is easily cut to required length. 
ae The attachments slip on in a jiffy. 


aN C C O” 
No.8 Sash Chain 


—fits any cord pulley 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
In Canada: Dominion Chain Company, Limited, Niagara Falls, Ont. 
District Sales Offices: Boston, Chicago, New York, Philadelphia 
Pittsburgh, San Francisco 
Largest Manufacturers of Welded and Weldless Chains and Makers of the famous 
WEED Automobile Accessories 


MAIL COUPON BELOW 
for prices and full particulars 


ile A TS ce EN EN NO SS ST A | | GONE 86 Git: «6 site 
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‘he 








No. 23 
Hook 









For two-hole sash. These 
hooks are supplied with every 
100 feet of chain at no extra 





cost. Simply drop chain 
through bore in sash, slip 
hook onto end link and draw 
hook into lower hole tight. 
Cannot come loose. Same 
hooks attach to sash weight. 










AMERICAN CHAIN COMPANY, Inc. 
Bridgeport, Conn. 
Gentlemen: Please send me full particulars regarding ‘‘ACCO”’ No. 8 Sash Chain. 


My jobber’s name and address is 


My Name 








Address 
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PYREX OVEN WARE.—Call for this 
line is steady and fairly good after the 
holiday demand. Stocks are well as- 
sorted, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
a, ) ie plates, 50 50c.; No. 210 pie plates, 

bread pans, 60c.; No. 
231 - pans, 67c.; No. 12 tea ‘pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 
REGISTERS.—Demand is steady, with 
stocks ample. Furnace work is con- 
tinuing through the winter. 


We quote from jobbers’ 
f.o.b. Twin Cities: Wrought 
registers at 40 per cent lists. 


ROPE.—Call for rope is fair, 


stocks, 
steel 


with 


stocks well filled. Prices are _ un- 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24'%c. Ib. base and best 


grade sisal rope at 18c. per Ib. base. 


SANDPAPER.—Sales are fair, though 
construction and painting work are at 
a low point. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4 .70 per ream, and gar- 
net No. 1, $16.75 per ream. 

SCREWS.—Demand is normal for this 
time of year, with stocks in fair con- 
dition. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent; 
round head, brass, 75-10 per cent 
from lists. 


SNOW SHOVELS.—Sales_ continue 
very good, with stocks drawn on 
heavily. Prices are firm as last quoted. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $19; steel blade 
straight handle, $4.50; galvanized 
steel blade, D handle, 15% x 17, 
$10.75; 16 x 21, $11.25 doz. net. 


SIDEWALK SCRAPERS.—Demand is 
good, with stocks in fair condition. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers, $5.00 doz. net. 


SKATES.—Sales are still very good, 
with stocks being graded down for the 
end of the selling season. Some deal- 
ers are staging clearance sales on ice 
skates. Some roller skate orders for 
spring delivery are being placed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 


$7.25: nickel plated at $8. a Union 
1624, 84c.; 7, “61.63: $1.31; 5: 
95c.; No. No. beoa” 1.1 
No. S624 iG ‘sr 44; No. 524%L, $1.57; 
No. 424%L, $2.00 per pair. 

Roller Skates. — Union Hardware 
Co. line, No. 2, we. per pair; No. 3, 
75ec.; No. 10, $1.05: No $1.55; 
Winslow line, No. 3816, "$1.50; No. 
38, $1.60 


SOLDER.—Prices are steady, with call 
for solder normal for this time of year. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 45c. lb., and strictly 
half and half solder, at 44c. per Ib. 


STEEL GAME TRAPS.—Sales are 
running lighter with the advance of 
the season. Stocks are ample for the 
demand. Prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin oe: Dh traps, No. 
0, $1.10; No. 1, 
No. 2, $3.36: 
$1.59: No. 1, $1.83; No. 


doz. net. 
Gibbs “Two 


1%, $2.81 per 


Trigger” traps. 
Ss: NO. 2. 





Single Grip No. 1, $1.8 
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No. 3, $5.50; No. 4, $6.70 doz., net, 
f.o.b. factory, with freight allowed 
in barrel lots. 


STEEL SHEETS.—Demand is normal, 


with stocks in good condition... Prices 
are firm as quoted. 
We quote from jobbers’ stdcks, 


f.o.b. Twin Cities: alvanized steel 
sheets at $5.15 cwt. base (24 ga.), 
and black steel sheets, $4.30 cwt., 
base (24 ga.). 
TIN.—Call for tin is steady, with am- 
ple stocks in hand. Prices show no 
changes. 
Baty my - from jobbers’ stocks, 
win Cities: Furnace coke, ICL, 


0 “4 28 tin at $14.50, and IC, 20 x 28) 
- -lb. coating roofing tin at $15. 25 per 
Ox. 


WEATHER STRIP.—Demand is grad- 
ually slowing down as the season ad- 
vances. Stocks are in fair condition, 
with prices firm. 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Wood and felt, %& 

in., $1.85; % in., $1.85; 1 in., $2.60; 

Wirts, $4.85, and Bosley’s, $1.25 per 
: 


WIRE.—Saies are normal for this time 
of year. Stocks are ample for pres- 
ent call, with prices unchanged. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool : galva- 
nized cattle wire at $3.21 per 80-rod 
spool: galvanized hog wire at $3.43 
per 80-rod spool; smooth black wire 
No. 9, $3.25 ewt., and galvanized 
smooth wire No. 9, $3.70 cwt. 


WRENCHES.—Sale of wrenches is 
fair, with stocks well assorted. Prices 


show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; Coes 
wrenches, 45 per cent, engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 











$4.55; No. 1104, $5.60. Ovens, No. 10, 
$2.63; No. 20, $3.15: No. 301, $4.48: 
assortment No. 50, $33.50. 
Gasoline.—Air-O-Gas line, No. 121, 
$17 each net; No. 211, $22: No. 212, 
$26; No. 214, $29; No. 621, $30; No. 


623, $33; No. 624, $47.60. 


PICKS AND MATTOCKS.—AIl things 
considered, buying of picks and mat- 
tocks is satisfactory. Much of the 
buying since Jan. 1, however, has been 
confined to picks for immediate deliv- 
ery. Contracting for spring delivery 
is not up to expectations. 


We quote from Boston jobbers’ 
stocks: 

Picks.—-Railroad, 40 and 10 per cent 
discount; adze eye, contractors, 40 


and 10 per cent discount. 


Mattocks.—Cutter, 40 and 10 per 
cent discount: pick, 40 and 10 per 
cent discount; grub hoes, 40 and 10 


per cent discount. 


POULTRY SUPPLIES.—Both _incu- 
bators and brooders are moving out 
of jobbers’ stocks against retail pur- 
chases made some time ago. Jobbers 
are still soliciting business in these 





Boston Market 


(Continued from page 61) 


‘ 


items and getting some results. Other 
kinds of poultry supplies are rather 
backward. 


We quote from Boston jobbers’ 
stocks: 


incubators.—Buckeye line, No. 1, 
110 egg capacity, $26.25 each net; No. 


2, 175 egg capacity, $31.15; No. 3, 250 
egg capacity, $40.43; No. 4, 350 egg 
capacity, $47.60; No. 5, 600 egg ca- 


pacity, $74.90; No. 40, large capacity, 
$1.75; No. 14, 65 egg capacity, $11.50; 
No. 16, 110 egg capacity, $19.25; No. 
17, 210 egg capacity, $25.73. 
Brooders.—Buckeye line, 
No. 20, 60 chick capacity, $8.23 each 
net; No. 21, 100 chick capacity, 
$10.85; No. 22, 150 chick capacity, 
$13.30. Oil burners, No. 80, 350 chick 
capacity, No. 81, 500 chick 
capacity, . Coal burners, No. 
ce No. 118, $15.05; No. 119, 
ovo. 


SASH CORD.—Manufacturers have 
issued new price lists on sash cord, 
and jobbers have revised their prices 
accordingly. The market is about 2c. 
per lb. lower than heretofore. 


We quote from Boston jobbers’ 
stocks: 
Sash Cord.—Sampson spot, 62c. per 


portable, 
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Ib. base: Phoenix, 37c.; Sachem, 33c. 


Etna, 26c., 
TACKS.—Jobbers announce they here- 
after will sell galvanized tacks at net 
prices instead of list and a discount 
as heretofore. 


WEDGES.—Interest in wedges and 
mauls is beginning to perk up, accord- 
ing to jobbers here. So far as they 
can ascertain, retail stocks are down 
to a minimum. 


We quote from Boston jobbers’ 
stocks: 

Wedges.—Popular makes, 8%c. per 
Ib. net. 


Mauls.—Wood choppers, 50 and 10 
_per cent discount; ship and top, 50 
“and 10 per cent discount. 


WRINGERS.—Leading manufacturers 


of wringers are out with new price 


lists, which show average reductions in 
prices of approximately 7% per cent. 
Jobbers have not adjusted their prices 
as yet, but will do so before the close 
of another week. 
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Slide the doors 


on the inside 


The DOOR-WAY is the most important 








Slidetite equipped doors are ideal for any garage— 


eliminates expense of a separate entrance door. Doors 
always work inside—away from snow and ice. 

















Slidaside: When a garage is not deep enough to 
fold the doors inside—use Slidaside. Doors so 
equipped slide around the corner, flat against the 
wall. 








Your garage is no better than its doors. Its usefulness at all seasons, 
in all weathers, depends entirely upon door performance. They must 
always work. 


Slidetite garage door hardware is all inside the garage, where it 
will work better and, last longer—away from wind and snow and 
rain and sun. No matter how bad the weather is, Slidetite equipped 
doors always work like a charm. So easy to operate that a child may 
open or close them. 


Why shouldn’t your garage doors be as tight-fitting as the front 
door of your home? Why shouldn’t they open and shut quickly, with 
no more effort than your bedroom door? The trouble with ordinary 
garage doors is: they shrink or swell, stick, sag and work on rusty 
hardware. All this is impossible when Slidetite is used. Doors are 
adjustable so they always fit tight. 


By sliding and folding inside, Slidetite doors leave a clear and un- 
obstructed, full width opening. Wind cannot blow them shut when 
you want them open. Snow and ice will never impede their operation. 


Slidetite hardware is made for 2 to 10 garage doors and for open- 
garag p 
ings up to 30 feet wide. There’s no center post regardless of width. 


Any door problem you have can be solved by Richards- Wilcox 
hardware, the largest and most complete line cf door hardware 
manufactured. 


ichards Wilcox Mf 


A Hanevertorany Door that Slides 





AURORA, ILLINOIS, U.S.A. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicego Minnespolis Kansas City Los Angeles SanFrancisco Omaha ; Devweg 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,.LONDON,ONT. Winnipeg 
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New Colt Target Pistol 


To meet the insistent demand 
single-shot target pistol that will appeal 
to the discriminating shooter, Colt’s Patent 
Fire Arms Mfg. Co., Hartford, Conn., has 
placed on the market its Camp Perry 
Model. 

The new model is built on the lines of 
tle well-known and popular Colt Officers 
Model, hence a shooter who desires to use 
both a caliber .38 revolver and .22 pistol 


for a 


may do so without change of grip or style 
of holding. 
The 


choice of names was decided by 





popular vote—that of the majority of the 
several thousands of shooters being “Camp 
Perry.” 

The “ Camp Perry” Colt is adapted to 
the well-known .22 Long Rifle cartridge; 
has a 10-inch barrel, especially chambered 
to imsure that great degree of. accuracy 
demanded by experts; the length over all 
is 1334 inches and the weight 3434 ounces. 
Kither bead or “Patridge” sights are sup- 


plied, and the action is hand finished, with | 


light, clean and smooth trigger pull; the 


flat top and sights are matted to prevent | 


sun glare or light reflection, thus elimi- 
nating the necessity for “smoking” the 
sights, and trigger and back strap are fine- 
ly checked to give a steady grip without 
hand slipping. 


New Line of Underground 
Garbage Receivers 


The Sexton Can Co., Inc., manufacturer 
of tin cans, tanks and sheet metal special- 
ties, Everett Station, Boston, Mass., has 
brought out the Ajax garbage receiver, 
made in four sizes to suit all needs, and 
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are placed under the surface of the ground. 

Available with outer bodies either of 
concrete or heavy sheet galvanized steel, 
they are flush with the ground and tncon- 
spicuous because of the green tops. The 
frame and cover are of cast iron, and the 
outer cylinder is guaranteed against de- 
composition in ordinary soil over a period 
of ten years. They are designed to be 
odorless and vermin-proof, while at the 
same time they are non-freezing and thor- 
oughly sanitary. 


Stearns Has Built-in 
Type of Incinerite 


Designed for installation during the con- 


| struction of the building, E. C. Stearns & 











Co., hardware manufacturer, Syracuse, N. 
Y., has placed on the market an Incin- 
erite, a modern sanitary garbage and 
refuse destroyer of the built-in type, illus- 
trated below. 

It is a scientifically correct unit, accord- 
ing to the manufacturer, and can be set up 


by the mason, contractor or bricklayer ; 
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requires a minimum of attention and serves 
a most useful purpose. 

The fire box is in the cellar, bricked in, 
with draft regulator below the level of the 
grate. Doors above and below the grate 
level facilitate easy clearing of the ash and 
non-combustible debris. The grates are of 
finest quality gray malleable iron castings 
and will withstand the abnormal heat gen- 
erated by the burning of animal greases, 
vegetable matter and the paper which car- 
ries it into the fire pot. 

Complete specifications and working 
drawings make installation simple, even 
under most unusual conditions. 
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Cincinnati Tool Announces 
New Line of Junior Clamps 


A new line of Junior Clamps has been 
brought out by the Cincinnati Tool Co., 
Norwood, Cincinnati, Ohio, designed for 
use on jig and pattern work; light glueing; 
jewelers and instrument work. 

They are well made and nicely finished 
small clamps having malleable iron frames 





and steel screws. The frames are enameled 
red and the screws are bright. 

They are furnished with a substantial 
and attractive revolving display stand, as 
illustrated, or separately. The revolving 
display stand is attractive, made of malle- 
able iron, and guaranteed unbreakable. 


“Hang Up or Set Down” Display 
Standard for Champion Bulbs 


The Consolidated Electric Lamp Co., 
manufacturer of tungsten lamps, Danvers, 
Mass., is offering to dealers a convenient 
“Hang Up or Set Down” demonstrator for 
effective store display of Champion elec- 
tric lamp bulbs. 

It allows for the display of six bulbs of 
various sizes and is furnished with a test- 





ing socket and cord attachment. Space is 
also allowed for imprinting the dealer’s 
name. A special hole permits it being 
hung on the wall, or it can be used as a 
counter display, as preferred. 

The “Hang Up or Set Down” demon- 
strator comes fully equipped with a metal 
display, cord attachment and testing socket, 
six different sizes of Champion Lamps, one ~ 
-red lamp and six diamond-shape wattage | 
and price keys. 
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TTRACTIVE NEW TOYS 
AT ATTRACTIVE NEW 
PRICES AWAIT YOU AT 

L THE MENGEL EXHIBIT 








Be sure to see the Mengel exhibit at the New York 
Toy Fair, held in the Breslin Hotel, New York City, 
February 7th to March 12th. 


Here you will find a complete line of the most attractive toys 
you ever saw. For, this year we have added a large number of 
brand new and fascinating items to our line. 


Also, we are announcing startling price reductions on five of 
our sure-fire sellers. 


Mengel Toys are modern toys. They are novel. We have in 
our organization a designing department, the chief duty of which 
is to create new toy-designs, plan new playthings and keep the 
entire Mengel line right up to the minute. 


There are Mengel toys for every child. And for every season. 
For indoors and out. All are carefully constructed trom the finest 
materials—built to last. This splendid Mengel quality reflects in 
satisfied customers, in greater sales, and in larger profits for you. 


Make it a point to see the Mengel exhibit this year. If you can- 
not be present, let us send you a copy of our new catalog. Write to 


The Mengel Company, Incorporated, Louisville, Kentucky 





Mengel Playthings 
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; Get the 
Monarch Building 
Hardware Proposition 


and get your share of Building Hardware profits. Here is 
a proposition that takes the guess work out of bidding on 
a job. Your profit is assured because your price is assured. 
Your future is assured because quality is sure. 


Monarch offers the wide awake building hardware mer- 
chant a line made and guaranteed by a firm with more 
than 20 years experience building casement hardware. 
These are products of such unique simplicity in design 
that they can be offered to contractors with the full realiza- 
tion that labor cost will be lowered because more units 
per hour can be installed. 


MONARCH Control Lock 


for outswinging casement windows can be used on top or under the 
stool. Positive direct action in opening, closing or locking window in 
any position desired. Noiseless—No gears, keys or ratchets. Solid brass 


or steel heavily plated. 
— 
MONARCH Automatic Stay 


for in or outswinging casement win- 
dows, transoms, or pivotal windows 
where locking feature is not needed. 
Not necessary to take apart to make 
adjustments or install. Friction in- 
{| creased or decreased by slight turn of 
!i outer tube. Furnished in any finish 
iil , © desired. 














for doors, casement windows, tran- 
soms or any hinged opening. Friction 
adjusts by turning screw in pivot 
plate. Friction is lasting. Made in 
steel and solid brass. 





Monarch Casement Hardware comes to you fully assembled, packed in 
individual containers ready for installation. Made of the finest materials 
together with quality of manufacture and workmanship, they carry a 
guarantee that removes the question of service from your mind. Find 
out NOW what this proposition means to you—A request will bring 
you full details. 


MONARCH METAL PRODUCTS CO. 
4960 Penrose St. St. Louis, Mo. 


. Makers of the famous Monarch Interlocking Weatherstrip y, 
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Do Chain Stores Have Advantage ? 
(Continued from page 45) 


National Wholesale Grocers’ Association. It was found 
that the average cost in wages in serving ‘cash and carry’ 
customers was nearly three times as much as serving 
customers who ‘phoned their orders and had them de- 
livered and charged. The reason for this is that when 
a store tries to make its customers do part of the job 
the customers act when and as they please. ‘This de- 
stroys efficiency by producing extreme rush periods and 
extreme slack periods. 

“Though the popular impression is to the contrary, 
it is a fact that the customer who puts herself at the least 
inconvenience is the most economical to serve. A woman 
may, without dressing for the street, telephone for mer- 
chandise, have it charged and sent, and she will be less 
expense to the merchant than the one who takes up time 
in the store selecting her purchase, pays cash, and then 
waits to have her package wrapped to carry away. The 
customer cannot help in the process of service because 
she is not expert and is not subject to discipline. Con- 
sequently, she does pretty well what she pleases and 
when she pleases. Hence she is a hindrance rather than 
a help. 

“It must not be overlooked that the most economical 
method of life is to work intensively in our chosen voca- 
tion in the service of our fellow man, and to accept 
the fullest measure of service from him in his. That 
intensive specialization is the secret of American prog- 
1ess in the development of wealth. The chain stores are 
trying to reverse this principle. ’—Vew York Times. 





Too Much Talk 


HEY held a business exposition in New York the 

other day. In connection with it there was a contest 
for speed on typewriters. George L. Hoffeld carried 
off the honors with a record of 132 words per minute 
for one hour. In commenting upon that record, one of 
the newspaper wags pointed out that even this volumin- 
ous verbosity: was but a drop in the bucket as compared 
with the record in connection with the first day of a 
certain celebrated criminal trial at New Brunswick, 
N. J., when the newspaper correspondents filed with the 
telegraph offices an excess of 1,000,000 words. There 
can be little doubt but that we are a nation of talkers. 
We tend to leap before we look and to talk before we 
think. 

But, when it comes to making sales, too much talk 1s 
very often disastrous. It takes two distinct parties to 
a selling transaction; and more times than not what the 
prospective customer has to say is more important than 
what the salesperson has to say. 

Indifference is the unpardonable sin in a retail sales- 
nerson. Indeed, it has been slated as the underlying 
reason for more lost sales than any other one thing. 
But at the other extreme lies over-verbosity. 

Do not talk the customer to death. Give him a chance 
to say something, and he will quickly inform you what 
point in your argument he accepts and what points he 
does not, with the result that you can concentrate upon 
the latter with more telling effect and forget the former. 
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An American Character Study 


(Continued from page 41) 


M4 Pe CE Oe ee hs ce 
“nd TOY. 












to make him feel worse. It has always seemed to me to 
he the better way to call such a man into my office, tell 
him that conditions are such that he cannot be retained, 
and tell it to him in a kindly way. Handle him in such 
a manner that, notwithstanding the fact that he is being 
let out of the organization, there is no personal feeling 
in the matter. Have him leave with a kindly feeling for 
the organization. I have had to discharge many men | [ @ 
who are today my good friends. I am glad. they are. ye CT Te 
“The most important thing I have ever accomplished i’ 2 4 |) ll 
was in gaining control of myself. Born with a quick 
temper, | got into a lot of trouble in my younger days. I 
hegan to realize what it was doing to me—how greatly it 
upset me all too frequently; how many of my days it 
spoiled. Then I told it frankly that for many years it had 
dominated me and that I had made up my mind to take 
over that job—and did so. It has been many years since 
I have permitted myself to become really angry, and to- 
day I can smile at things which, in my youth, would 
have caused an upheaval. The result is that I have been 
very much happier, my digestion has been better and 
my relations with my associates have always been agree- 
able. 
“Having subdued a tyrannous temper, I began to get 
a new philosophy of life and next started out to tackle 
Old Man Worry. Always ambitious and a hard task- 
master for myself, I was prone to worry when things 
did not go as I had planned them, even though I knew 
[ had done my best to bring them through. Finally, 
after a long struggle [ got the best of the argument and ' 
came out vishal. Worry tucked his tail and dis- RDER your stock of Arcade wnat speng 
appeared—‘spurlos versenkt’ (sunk without trace), per Wa Hinges now, for your seasons require- 
instructions given to the commanders of German sub- ments. Simplicity of construction, combined 
with a powerful spring give these hinges a 


marines during the war. , oot 
quick, firm action. They are attractive in ap- 


“This recalls another thing—seemingly small in itself 
—which I learned from Mr. IE. C. Simmons. This is pearance, efficient in operation, and embody 


iii 





SPRING HINGE 














only one of the many things for which I have that the highest type of hinge construction. Popu- 
splendid man to thank. Shortly after beginning work lar and reliable sellers to the trade for many 
for him; in fact, when he started me out on my first years. 

trip, he called me into his office for a final talk—one Arcade Hinges are attractively 

of those talks the boys all loved to have with him. finished in a baked, black enamel. 

During our talk he asked me if I would do him a per- eee ee 

| = scale ae ‘ rful, an 

sonal favor and, of course, I said | would be glad to after long use. Conyeniently 

do anything I could for him. He said: Reierson, | packed 14 dozen pairs of hinges 

like you and I want to see you make a success. After in a box. Also a complete set, 

the end of each day, no matter how hard you may have = ook seg ge 

ait eines  — een . an ook a ye, 

worked, no matter how tired you are, no matter how convenient and salable package 

late it is, as you sit on the bed in a cold room in a as shown below. Write us for 

country hotel, will you devote just two minutes to ana- catalog. 

lyzing the days work and ask yourself, “Did I really . ° ‘ 

try as hard as I might have done to sell cutlery to Arcade Manufacturing Co. 
Jones? If I had been a little more persistent and had Freeport, Illinois 


displayed a little more diplomacy, couldn't I have sold 
Smith that bill of fishing tackle? Was I too anxious 
to get that afternoon train for home instead of taking 
the midnight train?” ’ | 

“Of course, I told him [ would do this and asked 
him if he wanted me to report to him any shortcomings 
in my work which my self-analysis might disclose. ‘No,’ 
he said, ‘if you find wherein your work is lacking, | 
helieve you will overcome it, and if you secure the 
approval of your own conscience, | shall be satisfied. 
[ am sure.” His suggestion was something new to 
me. It had never occurred to me. I practised it 
daily (or nightly). It is wonderful how many er- 
rors and weaknesses it pointed out to me. It became 
such a habit with me to do this that I do it still—un- 





NO. 7-T SPRING HINGE SET 























Clemson Brothers have spent three generations in 
producing the Star Hack Saw Blade 
manufacture nothing else but the Hack Saw Biade. 


Let use send you samples 
of thie B free. 


CLEMSON BROS., INC. 
Middletown, N. Y. 





Now is the Time to Stock 


[WIN EAM ‘Easy Grip’”’ No. 444 KS 


A wonderful Work 
Glove for sales, 
profits, service and 
satisfaction. 
























MEN buy TWIN 
SEAM Gloves at 
sight. The first pair 
sold brings many ‘“‘re- 
peat sales.” TWIN 
SEAM Gloves are 
GUARANTEED to 
give absolute satisfac- 
tion. 











No. 444 KS (Illustrated) 
Guaranteed wear. Guaranteed qual- 
ity. Guaranteed Value. Made from 
heavy Striped Flannel and genuine 
Horsehide leather. Leather finger 
tips, continuous leather thumb, 
leather knuckle strap and wrist pro- 
tector. Extra large Duplex Gaunt- 
let Cuff. 


Order TWIN SEAM From Your Jobber 
Good Jobbers everywhere sell TWIN SEAM Gloves, but if 
for any reason your Jobber cannot supply you—WRITE US 
DIRECT. 


U. S. GLOVE CO. 


Marion, Ind. 
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_ consciously—and every evening when.I begin to prepare 





to retire, | find myself reviewing the day just ended— 
everything that happened. This habit has always made 
me the hardest taskmaster I ever had. It has made me 
demand more of myself than anyone else ever did. | 
have been complimented on orders I sold—new stocks, 
maybe, but down in my own heart I have known that 
they should have been bigger orders— better orders 
from the standpoint of ‘quality.’ | was harder to satisfy 


| than ‘the house’. 


“Going back to executives for a moment, you know 
from your own experience that queer things happen in 


an organization—little things in themselves, details, if 
you will—but at times the executive can handle them 





dently, it was a sore point with him. 


better than anyone else. He should not be above doing 
so. There are disagreements with customers which a 
courteous letter of explanation from the president will 
dispel after the sales department has failed. There are 
little disagreements and quarrels in the organization, 
may of them without real reason, which the president 
can settle in five minutes and thereby restore harmony. 
He should settle such matters promptly and, above all, 
fairly. 

“Not very long ago our doorman came to my Office. 
He told me that a girl who had tormerly been employed 
in one of our departments but who had been discharged, 
was outside in the anteroom with her father and wished 
to see me. I[ was very busy, but picked up my tele- 
phone, called the head of the department in which the 
young woman had worked and asked for the facts. He 
gave them to me. She had been very careless and her 
filing of papers merely resulted in hiding them where 
they could never be found when wanted. He had been 
compelled to let her go. 


“T went out to the anteroom and found an exceedingly 
attractive girl who introduced herself to me and then in- 
troduced her father. The old gentleman was quite 
worked up because his daughter had been fired. Evi- 
From the remarks 
of the pair, I decided that he had pressed the girl for 
an explanation and that she had told him she had been 
discharged because she would not accept the attentions 
of her boss. Knowing her superior so well, I knew that 
there was nothing to her story, but that she had to make 


_ good to the old gentleman, her father. 


“I finally said to her father, ‘It is too bad, but that 


is the penalty of having such an attractive daughter. 


Now, if you and I were young fellows, could we look 
at a beautiful girl like this little lady without feeling 
attracted to her? I suggest that in her next position 
she make herself up so that she will not look so charm- 
ing, and maybe she will not have any more such trouble!’ 
In two minutes they were on their way out, both laugh- 
ing and both happy, the daughter flattered and the father 
proud and beaming!” 
(To be continued in February 10th tissue) 





A noted concert pianist said: “If I miss practice one 
day I can see the effect. If I miss practice two days 
my friends can see the effect. If I miss practice three 


_ days the public can see the effect.”’ 


That was doubtless an exaggeration used to make his 


_ point clear, but it is true that a musician cannot neglect 





-_ 


practice at all without loss of prestige. The hardware 
business is a vastly different proposition, and yet isn’t 
it true that the hardware salesman who neglects to give 
constant thought and care to the development of his 
salesmanship is sure to slip in sales ? 
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Better 
Machine Screws 


for the 


Hardware Trade 





HARVEY HUBBELL® 


MACHINE SCREWS 
GRIOGEPORT CONN, U.S.a 





@tw YORK. WY. 
Se GABT cem7 oF 








Fire Place Accessories —_ 
Arrange Your Displays Now a 


URING the winter hardware dealers in Northern 
1D, California make money in fire place accessories— | 

gas and oil heaters, andirons, grates, fire screens, | 
hearth brushes, shovels, pokers and tongs. Special win- 
dow displays now are being arranged, stocks are being 


moved to the front of the stores and newspaper ad- 
vertising is being run directing the attention of custom- 
ers and prospects to these things of the hearth, which 
make for warmth, comfort and cheerfulness in the 
home. 

The accompanying illustration shows a window dis- 
play arranged for the Berkeley Hardware Co., Berke- 
ley, Cal. This firm sells several hundred dollars’ worth 
of this class of merchandise every fall and winter, pri- 
marily because of its window displays and newspaper 
advertising. 

At the end of the season, that is, toward spring, it 
clears out all of this kind of stock at a special sale, so 55 Socket Wrench “Headquar- 
it does not have to carry it over until the following Om wee SERS | ters.” 
year. ‘That is one of the reasons it realizes a good profit eee 
in this as well as other kinds of merchandise. It elimi- Steel Sockets for Hex and Square 
nates the cost of carrying dead stock. In passing it may Assortment No. 1100 ad Tg gy, 
be mentioned that this firm has found that the only tania i aoe ae tae 
sure way to prevent the accumulation of dead stock of sedan alt alee octenit $54. 7 
any kind is by adhering strictly to a policy ot con- 
servative buying. It buys in small lots and buys fre- 
quently, and thereby gets the benefit of a rapid turn of 
both stock and capital. 

It has found also that the secret of success in handling 
fire place accessories is to display an adequate stock 
in advance of and also during the season, and to offer 
that stock for sale at a modest margin, which, it has 
found, increases its aggregate profits for the season. 














Makes You 


SOCKET WRENCH 
HEADQUARTERS 





With this carefully selected 
Walden- Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 


No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 








Write ua for name of the Walden- 
Worcester jobber and for Socket 
Wrench Catalog No. 27. 


STEVENS WALDEN-WORCESTER, INC 


Mfrs. of Walden-Worcester Wrenches 
and Stevens “‘Speed-Up’’ Tools 


Worcester, Mass. 





STEVENS-WALDEN-WORCESTER 





Dicntians 
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ee FEATURES 





ERE are worthwhile features which make it easy 

to sell Myers Pumps. Features which have stood 
the test of time by demonstrating in almost countless 
installations under actual service conditions that they 
actually save labor, increase capacity and add many 
years to the life of the pump itself. 

No wonder, then, that Myers Well, House and Cistern 
Pumps with the famous Myers Glass Valve Seat and the 
Easy Operating Rolling Motion Cog Gear Head continue 
to be the best of sellers from year to year. In the lan- 
guage of the pump expert, they are designed for maxi- 
mum pumping service with a minimum of pumping 
labor, and to last years longer than ordinary pumps. 

The number of responsible dealers selling Myers 
Pumps expresses better than we possibly could, the 
qualities responsible for the widespread dependency on 
Myers Pumps by those who are discriminating. 

Your best assurance for bigger and 
more profitable pump business during 
1927 is to sell Myers Pumps. We are 
ready to mail catalog and quote. 


THe FE. MYERS &: BRO.¢co. 


HLANDB, OHIO. 
ASHLAND | SUMP AND HAY TOOL WORKS 












ROLLING 
MOTION 
COG GEAR 
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and let the power of suggestion get to work selling 
paint. 


Suggestion can be used in many ways. Good dis. 
plays suggest the need of new paint. 


Your Chamber of Commerce should be glad to push 
a “Clean Up and Paint Up” Week, which will sug- 
gest the need of painting to every person in your 
town. 


The fourth issue every month of Hardware Age 
brings you facts and ideas about paint merchan. 
dising. 

A special section in this issue carries the advertis- 
ing messages of the foremost paint manufacturers. 
Read what other successful hardware dealers are 
doing to push paint sales. Learn how the paint 
manufacturers are willing to help you. 


Clean up and paint up your own store, put in some 
good selling displays, and let the power of sugges- 
tion roll up paint sales and paint profits. 
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Clover Brand Flint Sandpaper is the most 
flexible of any flint paper made. 


Carpenters, wood-workers, mechanics 
and home owners all like Clover Sand- 
paper because it stands the “Rub” and 
they can get more and better work out of 
it because of its flexibility and durability. 
Flint, glue, paper—each the best and so 
CATS STE combined that they all stay together. 
CRIB RIN 

‘9 1 ioe wD 


7 The attractive metal-edge boxes make a 
= 


Shelf display that makes sales right-a- 
way. 





Use the coupon. Send for Samples. 





urface Hinges for every 
purpose—embodying that 
high quality and beauty 
ot tinish that only lon 
experience and skill- 
ed craftsmanship can 
produce # #2 # # 


CLOVER MFG. CO. 


110 Main St., Norwalk, Conn., U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 





Clover Dealers Get Clover Business Service 
Free 
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Handsomely Decorated Ream Package 
Two Color Box Package for 
for Display Purposes Bulk Consumers 
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CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


Gentlemen: Please send us Samples of CLOVER 


E A a P - N N wy Y LVA N | A oy Sandpaper and refer us to nearest Jobber. ae 


, 
is 


ve 
*. ys 





eS 
oe Nay 
a 





: 3 ¢ os 

ranch Offices__, ie Cee ae TO cg cece ed deveossaresee sees eueveess es 

45 WARREN ST. NEW YORK ee aa 
74 W. LAKE ST. CHICAGO i ie CEE RIO PR PES EOE OC ET Tee Ss 

26 BINFORD ST. BOSTON AR a 


Te Ng SPEED AONE LO Pac at et A eka be See See Re 
Kg eon: Sage art ne Ne Soe Page oy pay See ae Ee asia 
ee kt Remon a : 


’ $70 v > 
> oe eee ae Nt ae ee A : 
— 5, ¢* Rae A | + ae « 


se % ene 


oe ~ ag 




















74 


HARDWARE AGE 





January 27, 1927 








i 


| 


tT 


232, % In. 





No. 234, 


1% In. 


ELASTIC TIP CO. 





Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to pre- 
vent the rubber head from pulling off. Write for full information. 





No. 231, 


370 Atlantic Ave., Boston, Mass. 


-_ 


% In. 





No. 233, 1 In. 
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Announcing 
the 


“GREEN LINE TOOLS” 


Reg. U. S. Pat. Office 


Drop Forged of a 
Special Alloy Steel 


The Toughest Steel Known 


with a 


Green Duco Finish 


that is beautiful and lasting and does 
justice to the quality 


*“Green Line’’ Tools 
Are Superior and Look It 











The KILBORN & BISHOP CO. 


New Haven, Conn. 
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Applied to Shelf or LOCKS 
OPENS 


Overlapping Door. 





Showing Strike 
Mortised. 





Applied to Rabbeted 
Door 

















Dealers everywhere are finding 


the Rite Push Catches Real 
Profit-Makers because they have 
a universal appeal to an unlim- 
ited market. 

Slight pressure on button and 
door opens, gentle push and 
door is securely latched. 


Your Jobber Will Supply You 


Manufactured by 


Rite Hardware Company 
125 W. Washington St. 
Los Angeles, Calif. 





























AuntSarahs Bakes 
Vv = —o Maietens 


5 | Broils 


This top-of-stove oven prepares foods deliciously when used over 
single burner of any type gas, oil or gasoline stove. Fast seliing 






Toasts 





$1 leader ($1.25 in Rocky Mountain States and West). Ask 
your jobber or write direct to 
JACKES-EVANS MFG. CO., 1944 N. Main St., ST. LOUIS, MO. 
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timely hints 


GREATER TOY SALES 


for 
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“You would be surprised to find out how many homes are 
without CLOTHES WRINGERS!” 

The above remark is made to us often by House to 
House Canvassers. 

You can profit if you will display Anchor Brand 
Wringers and suggest the purchase of one to each 
customer. 

Every household needs and should have one or more 
Wringers. 





Stock and Display 
ANCHOR BRAND Clothes Wringers 


Lovell Manufacturing Co., ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 



































YOU 


Can’t Exert 
1,790 Pounds 


of Pressure 


Not with your hands alone. 
No human being can. But 
that’s what it took to dis- 
able a 12” COES Steel 
Handle Wrench—the 
strongest wrench made. 


COES Wrenches are 
stocked by all leading job- 
bers. 


Coes Wrench Co. 


“In business since 1841” 











Buye'S 
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~~ 
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Selling Agents 


im 





™ 





J. C. MeCARTY & CO.....c cece 29 Murray Street, New York 
JOHN H. GRAHAM & CO.......... 113 Chambers St., New York 
FENWICK FRERES...........-. 8 Rue de Rocrov, Paris, France 








TWO LONDON PATTERNS 


No. 116 5 inches wide. 
No. 112 54 inches wide. 





W. ROSE Tools 


Crucible steel, 


accurately treated. 


For sale by all wholesale houses. 
Selling Agents 


WIEBUSCH & HILGER, Ltd. 
110 Lafayette St., New York 


WM. ROSE AND BROS. 
Sharon Hill, Pa. 











More than 

300 Million Gallons 

Ice Cream consumed 
in the U. S. in 1925 














You Can Make This Your 


Biggest Year in Freezer Sales 


There is more Ice Cream consumed continually, every year, and a very 
large portion is made at home in our Freezers. Just feature the famous 


Sales are made now, if the goods are on 


Sistine, or the Gem, with the Blizzard. They sell on a 35 year reputation and 
they stay sold. This means permanent profits for you. 
Women are quick to appreciate the satisfaction in having clean, pure, delicious, 
wholesome Ice Cream, made at home, under their own supervision, in our easy 
running, quick freezers. 


You have every advantage in placing your order now. Don’t wait for hot weather. 
the shel ves. Be sure to include sales helps on your order. 


Y ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO. 


Philadelphia, Pa. 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


[IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., hy Mass. 
New York, 151 Chambers 8t.; Chicago, 108 W. Lake St. ; 
San Francisco, 717 Market St. ; New Orleans, La., 625 Pine “st. r 
Ogden, Utah, 2327 Grant Ave. 














GREEN’S 
Stock Boxes 


4 NEW IMPROVED 


Box 
At Low Cost. Has All the 
nase gg of the More 
Expensive Fixtures. 
Made in an Assortment 


of Sizes to Fit Every 
Hardware Need. 





Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 








Russell Jennings 


Auger Bits 







No. 101-E Patented by 

Mr. Russell Jennings 
Electricians in 1855 
Auger Bit 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 


Chester, Conn. 








Osborne High Grade Punches 





Belt Punches 
Spring Punches 


A varied and etmeare line for the Hardware Trade. 


Arch Punches 
Revolving Punches 


Also 
Upholsterers’ and Plumbers’ 
—_ will please your customers, 
nd Oval Punches. 


Leather. W. 
Tools. 


The above as well 
famous Round a 
Remember we have had one hundred years of successful man 


facturing experience, ~ td only skilled workmen and use e ae 
finect quality of materials 
Try us. 


orkers’ mmers’ and 


as ur 


We stand back of qvery tool we make. 
Write for or 


Cc. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















(Patented April 21, 1925) 








KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets ag screw driver and 
8 in. steel meat pressed case of 
heavy gauge nickel — steel. Ready seller to auto 


mechanics and car o 
“Keystone euaiiey. ty.” Write for Discounts. 
The Keystone Manufacturing Co. 


Buffalo, N. Y. 


Sales Representatives—Surpless, Dunn & Co. 
New York Chicage 














American Steel & Wire 





BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Wauke a es Fay we Ellwood Junior, Lyman. 

NAILS, SPI TACKS, Hot Galv’d Nails. 

ZINC nes ST FENG S: American, Royal, Anthony, 
National, U. S., Monitor, Prairie, Banner. Steel Gates. 

BANNER STEEL POSTS 

CONCRETE REINFORCEMENT 

BALE TIES: win ao brands. 

TELEPHONE 


WIRE for » eg a 


Chicago, New York, Boston, 
Denver, Birmingham, Dallas 
U. S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 


Quick Delivery. Write us for selling plans. 











“GEM” apsustasie 


REGISTER 
SHIELDS 












eb 
~ 
a 


<> Tell your customers it’s 
far more economical to 
buy “Gem” Register 
Shields than to keep replacing soiled wall 
paper and draperies. Fit all size registers. 
Attractive and easily adjust- 
able. Floor Shield retails at 
$1.50; Wall Shield at 75c. 









1140 BROADWAY. NEW YORK,NY. \ 
BUY FROM YOUR JOBBER 








Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 


Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, il. 
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BSI oN 


DOOR-STAY AND HOLDER 
No. 38 and 39 








as a 


VAULT 















The two curved arms “B” are of spring steel and 
JIMMY furnish ample spring cushion. To hold the door open 
KET" LOCK turn thumb piece ‘‘E.”” This applies to No. 38 only. 
Tne No. 39 Door-Stay and Holder is identical to No. 
= 38, with the exception that thumb piece “E”’ is made 
= a stationary block, so designed, that by applying a slight 
ae It is guaranteed burglar- phones + to the door, —" block will engage the curved 
—_ ‘ae arms “B,” holding the door in an open position. <A 
= ee © it makes security slight pressure at the handle of the door will either 
oubly sure—it sells with- engage or release the hold-open feature. 
out effort. ; 
Circular upon request. 
o e 
Francis Keil & Son, Inc. THE OSCAR C. RIXSON CO. 
401-425 E. 163rd St., New York 4450 CARROLL AVE. CHICAGO, ILLINOIS 





1S76——A Half Century of Progrese—=1936 NEW YORK OFFICE, 10! PARK AVE., N. Y. 
Hardware Age Verified List Show More, Sell More! 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. is a 
Retail Hardware Stores in United States, Canada and ue? eo” ase Ss 
Foreign Countries; also General Stores, Lumber Yards, etc., “ ig ' OE age ee 

handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Dealers in Mill, Steam, Mine and Machinery Supplies. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers and Retailers. 

Mail Order Houses handling hardware and housefurnish- 














es 8 a = = = = 
=~ \ 




















ings. — 
Woodenware and Willow-ware Wholesalers. Carrick Hardware Co. are increasing their sales by using Heller Equipment 
Paint, Oil and Varnish Jobbers. ‘ ‘ 
Rls and Geanettsl anda iehthese. je ed tg apt sn . omy mail order catalog and 
Plumbers and Tinners Supplies Jobbers. y = ire — a , ’ ; 
Membership Lists of Hardware Associations. Your display of the original article is more appeal- 
ing than any picture that may be had. 
Hardware Age Verified List of Wholesalers and Retailers is indis- , 
pensable in economic direct-by- -mail romotion work and also : ee o~ Teese ta you a rs get - nee 
elpful guide for salesmen’s calls very gaies manager u Oo rom O o 11 you wi ollow is simple, 
h on his desk, and every salesman could profitabl . . . 
a cow i his grip. Since the ‘previous feweo was published pd inexpensive tried-out plan. It won’t cost a cent to 
have been more than 10,000 additions and corrections, and these talk to him. Just mail coupon TODA 
all appear in the Seventh Edition. 
Hardware Wholesalers find Verified [Ast of great value in 700 Bryant St., Montpelier, Ohie 
“‘checking’’ their retatl prospect records. W C Heller & Co. 20 Vesey St., New York City 
$12.00 postpaid : Kindly have your man call. I would like to increase my knowledge 
of Merchandising Hardware. 
Hardware Age Verified List Department i ow dchansnernsiicints 
239 Ww. 39th St. New York, N. Y. EE Er ee a ee 
1/27/27 
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One of the Most Remarkable Tools for Wood 


F ORSTN ER B ITS Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core- 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 











THE PROGRESSIVE MFG. CO. - 


TORRINGTON, CONN., U. S. A. 

















To replace regular 
door knobs with our 
& Knobby-Lock Night 
Latch it is unneces- 
sary to drill or cut 
door, no matter 
what thickness. 
Three minutes does 
the complete job 
and the 


Knobby-Lock Night Latch 



























Lock 


becomes 
— gives customers real Lock and Key protection 
+ ped cleverly concealed right in the door knob. Send 
or owner 


trial order for % sets—they will move. 


ADVANCE MFG. CO. 
620 St. Antoine St., Detroit, Mich. 



















PAINE PIPE STRAPS 


In Five Pound Cartons 


Stops Careless Waste 


Send Out on the Job in 
Cartons. 


Balance Returned in Cartons 
No Mixed Sizes 
Uniform Gauge Galvanized 
Order in Carton or Bulk 
Shipments Prompt 
Samples Free 
Prices Right 


Order from Your Jobber 2 eH wo ® 


THE PAINE COMPANY 


2951 CARROLL AVE. CHICAGO, ILL. 























Wire Products 


for every need 


Nails of all kinds, Staples, 
Cambria Fence, Barbless 
Twisted and Barbed Wing, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 





BETHLEHEM STEEL COMPANY “— 
General Offices: BETHLEHEM, PA. 





[BETHLEHEM | 

















Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 
















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 

—the only other kind made By a — 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips = 

the bottom. The entire length of the —_ 

utilized either for solid metal at the — or -— of now he 
for the wren All sizes in stock to 1% in.; any 
length, point or thread. Also Socket-Hea Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. dartroro. Conn: 








A Good Selling Mortise Lock Set 


Our No. 250-B sells on sight. The 
Glass Knobs are beautifully de- 
signed, ground, polished and silver 
backed, giving a high lustre. Lock 
is strongly made. 

Everything built to last and mod- 
erately priced to insure quick sales. 
Our Patented Dead Bolt Night 
Latch is also a 
rapid seller. 


Send for New 
Catalog No. 7. 


qb INDEPENDENT IOCKi COND 


Fitchburg, Mass., U. S. A. 
Vanufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 














RANITE STATE 
LAWN MOWERS 


are good merchandise to carry from 
a sales standpoint—and A-1! value 
from the users viewpoint. 


You'll like them. 











SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” 


to handle. 


What have you to offer? Cive details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure tw find » 
reliable salesman to represent you. 
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The Most Beautiful Shelf Stock 


You’ve Ever Seen! 


HOROUGHLY protected. Instantly 
accessible. Every sheet fresh, flat, 
clean. Neatpak Boxes (patent ap- 
plied for) strong, durable, different, 
superior. Interesting discounts. 
. UNITED STATES 
SAND PAPER CO. 
Williamsport, Pa. 


NewYork San Francisco Boston 
Chicago PhiladclIphia D_trvit 













































Signs brings business. 
Concerns realize their 
attention getting value. 
Store signs made with 
the National Show 
Card Writer always 
attract customers and 
anybody can easily 
make them. 

The cost is so much 
less than what 
professional sign 
painters charge 
that our outfit 
soon pays. for 
itself. 


Send for Folder 
NATIONAL SIGN STENCIL COMPANY 


Manufacturers of the NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 




















YER CUSHION 


TIR — 
+H — Insure perfect shelf service for any line of merchandise. 





7 











|_| 














BD] D 
- Pus © tread steps, properly spaced, with convenient 
length handholds on both sides of ladder permit mounting 











4 or descending with ease. Both hands free to remove or 
| replace stock without danger of falling. Cushioned Tired 
| Trolley and Truck Wheels eliminate noise and prevent 
1 vibration. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely available ’ 
for stock purposes. One style--neat of at 
design--nicely finished--any 


+i ND 
x SHAT 


@ in use. Circular on 
request. 
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PURUDMALLUET 





Bao [RE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh,  uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 


Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


F 
( we - ished. 1869 Sons) Buffalo, N. Y. 


HUE eee ene 


EE 






















Ms ert A neo of 
5 ad est AMEN ad 
Ls : Jevaggee y = J / 15¢in 
eee ROCKY MOUNTAIN 
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BRUSH-NU COMPANY ,. 


BALTIMORE MARYLAND 














PREMAX TENT EQUIPMENT 
Is Easily Handled 


‘TOURIST campers want equipment that’s easily 
handled both in service and in transportation. 
Premax Rustless Steel Tent Stakes are packed twelve 
in a handy bag—they don’t get lost. 

Premax Telescoping Tubular Steel Tent uprights and 
Ridge poles collapse in one piece, and are completely 
adjustable for uneveness of ground and stretch of tent. 
Both Parkerized Rustproof. Send today for samples 
and prices. 


PREMAX PRODUCTS 


Niagara Metal Stamping Corporation 
Dept. HA-4 
Niagara Falls, New York 








Mfg. 
400 N. Monticello Ave., Chicago, Til. 














NORTON 


WN . a All meshes, all widths, 


painted or galvanized. 

SCREEN CLOTH 
“Established 52 Years” 

Norton Iron Works, Ashland, Ky. 


Painstaking care makes 
our Screen Cloth wear. 
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Classified Advertising Rates 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 








Each additional line............ .80 
Average !10 words to a line 
Allow One Line for Keyed Address 








Opportunity Exchange Section | Oe. . asienacdibeitedncense cee 50% off rates quoted 
) Set Solid, Minimum of 5 lines.... $3.00 Each additional inch ecoeeeseeeee ° 4.00 Address your advertisements and replies to 
Each additional line 60 pea a ie ad eng ay, 28 
seeeteeadan F saannin aa vs 
| All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising ; York City ‘ 


4 insertions, 10% off; 8 insertions, 15% 


Remittance Must Accompany Order 





Hargpware Ace is published each Thursday 
Forms close Ten Days previous to date of 
publication 














BUSINESS OPPORTUNITIES 








Exclusive dealers wanted 


} Write today for free samples. Auto-Strop Razors 1l6c 
each. Road salesmen wanted. 


G. C. Mitchell Co., Dept. “B”’”, Aurora, IIl. 

















\S IRM manufacturing chisels, bits, gimlets, etc., is 
anxious to increase its output. Any company 
wishing to add a line of this nature to its products would 
do well to get in touch with us at once. We are well 

! established and equipped to handle work of this kind. 
Montville Tool Co., Fiskdale, Mass. 











Suit- 
Located in Mohawk 
investigation. Ad- 


FOR | & EASE Store occupied for many years as hardware store. 
able for retail or for wholesale and retail hardware. 
Valley town, ee population 70,000. sear close 
dress Box H-402, care of HArpDWaARE AGE, New York. 

FOR SALE—Profitable Hardware business; will invoice at $8,000.00. 
Will sell or rent store building. Stock of implements, $1,500.00, will sell 
with or without. WESTRUM BROS., Raleigh, N. D. 











HELP WANTED 





REPRESENTATIVE New York Hardware, House Furnishing Jobber 
requires services of several men to cover north and south shore of Long 
Island, also State of New Jersey. Only those having previous wholesale 
selling experience need apply. Give details of former experience and terri 
tory covered. Reference required. Address Box H-391, care of Harpware 
Ace, New York. 


SALESMEN—Builders’ hardware manufacturer 
with experience in metropolitan area. Able 
Hi-401, care of HAarpware AcE, New York. 








requires a salesman 
to drive a car. Address Box 





POSITIONS WANTED 





HIGH GRADE experienced gunsmith now employed in well known gun 
factory in Germany desires position with American firm who wants an A-1 
reliable workman thoroughly competent to do all kinds of repairing in the 
most satisfactory manner. Address P. O. Box No. 468, Milford, Delaware. 





POSITIONS WANTED 








BUILDERS’ HARDWARE SALESMAN 


36 years of age, married, 15 years’ hardware experience covering 
Retail, Jobber and Selling for Manufacturer, is available for immediate 
connection with Builders’ Hardware or Building Materials Manufac- 
turer, selling either stock or contract. Has specialized in building ) 
lines for past 10 years. Understands and has working knowledge ot 
architects’ blue prints and specifications. Best of references, Address 
Box H-395, care of HARDWARE AGE, New York. 








| EXECUTIVE— 


Builders’ 








Hardware are you looking for a high calibre 
man? Splendid record of achievement in responsible posi- 
tions, ability to handle men, particularly good knowledge 
ot manufacturing, costs, prices, catalogs, advertising and 
selling. Address Box H-404, care of HArpware AGE, New York. 











BUILDERS’ heiiuiei buyer and estimator, thoroughly experienced, 
will consider position as manager of department or estimator in New York, 
Ohio or Michigan. If you are in need of a builders’ hardware man who 
not only knows the technical and selling ends of this department but can 
also install a set of records that will show what your work is actually 
costing you, write me, stating lines carried, and more particulars will be 
sent you. Also experienced in general hardware. Address Box H-403, 
care of HArpWAre Ace, New York. 








POSITION by man (42 years old) with twenty years’ experience in gen- 
eral hardware as traveling salesman, buyer for jobbing house and owner 
and manager of retail store. Connection with factory selling to jobbers 
or large retail stores preferred. Services available in about thirty days. 
No. 1 references. Familiar with West Virginia territory. Address Box 
11-397, care of Harpware Ace, New York. 





ESTIMATOR of builders’ hardware and other building material wishes 
to obtain a position, after January 1, in the Western States. Can work 
from blue prints. Widower. Age 37. Can furnish best of references. 
Have had 9 years’ experience with prominent firms. Address Box H-377, 
care of Harpware Ace, New Yor 





TWELVE years’ experience in the hardware, tinware and housefurnish- 
ing lines, now employed, age thirty-three, married. Excellent road record 
which will stand strictest investigation; available for either factory or 
jobbing connection in Philadelphia territory. Address Box H-400, care of 
Harpware AcE, New York. 





EXPERIENCED Buyer and Catalog Compiler. 
to make connection with jobber or manufacturer. 
Eight years with firm now employed assures success. 
care * Harapware Ace, New York. 


Now employed. Desires 
Location no object. 
Address Box H-389, 











World Wide Buying Number of HARDWARE AGE 


Published February 3 


Manufacturers wishing to be represented in this important number 
should forward copy and cuts by special delivery or air mail. 


HARDWARE AGE, 239 West 39th Street, New York City 
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Classified Opportunities 





SALES ACCOUNTS WANTED 


MANUFACTURERS’ representative wants Hardware and Auto Acces. 
sories for jobbing trade only. Sixteen years in Middle Western territory. 
Can carry small stock in Chicago for pick up. Address Box H-385, care 
of IlArpware Ace, New York. 








_SALES REPRESENTATIVES WANTED 


SALESMEN calling on retail hardware trade to carry side line of 
Turnbuckles, Screen Door Braces, Eyebolts, etc. An opportunity to de- 
velop a good account that will pay well. Give complete information as to 
activities, territory covered, experience, etc. THE H. M. HARPER CO., 
Evanston, Ill. 








SALESMEN WANTED, calling on plumbers, hardware and department 
stores, to carry a very attractive line of glass towel bars on eM commis- 
sion basis. Ail territories. Apply by letter to E. POYER, P. O. Box 186, 
Hackettstown, N. J. 





WAN TED—Live representation in Chicago and Wisconsin territory by 
large Eastern manufacturer selling to hardware accounts and factories 
direct. Line is nationally known. Commission basis. Address Box H-398, 
care of HArpWArRE AcE, New Yor 





SALESMEN WANTED —lIn every State, to sell patented tinsmith spe- 
cialty. Good money to man on commission basis. ‘ea sent on request. 
WIT. LIAM GRAY CO., 20 Beacon St., Rochester, N. 


SALES REPRESENTATIVES WANTED 











7 

WANTED ! 

f 
by manufacturers of a fast selling line of spring goods. 
Preference given those men with a clientele of retail 
dealers. 20% commission and exclusive territory. Give 
full particulars in first letter. Address Box H-396, care 

of HARDWARE AGE, New York. ) 

















SALES REPRESENTATIVES, ATTENTION! 


Manufacturers of Premier Tools, a popular priced line of screwdrivers, 
putty and paper knives, want local representatives calling on hardware 
jobbers, department stores, paint and oil jobbers. In answer please state 
territory covered, how often and lines now handled. Address COM 


POSITE, INC., 215 Astor St., Newark, 


WANTED—Live representation in 
by large Eastern manufacturer selling to hardware 
direct. Line is nationally known. Commission basis. 
care of HAarpwarE AGE, New York. 


Detroit and surrounding territory 
accounts and factories 
Address Box H-399, 


ilers to sell three good staple 


SALESMEN calling on retail hardware d . 
Pau 


items on commission basis. BOUOUET- R ROW NSON CO.,, St. 
Minn. 





Manufacturers of Paint and Varnish~ 


Have You Ever Considered The Fact 


That 


THE DEALER 


Means As Much To You As The Consumer ? 


To secure the proper distribution of your product you must create a 
dealer demand as well as a consumer demand. The buying public you 
reach through national advertising needs the stimulus the dealer can 


give them if he is “sold” on your product.» 


Hardware Age reaches every one of the worthwhile hardware dealers— 


wide awake merchants who know how to sell a worthy product. 


Tell 


these dealers your story in Hardware Age and make your product well 
known to not only the consumers but to’those who are closest to them, 


the dealers. 





HARDWARE AGE 
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WANTED REPRESENTATIVES 
T 





























1H STEWART IRON WORKS CO. 


NCORPORATED 


225 STEWART BLOCK CINCINNATI. OHIO 


Robertson “Horseshoe Magnet’ Hammers 


Permanent magnet which holds ie 
7 10 ee 


the tack in position for driv- 
at the Panama-Pacific Exposition. 






ing. Awarded the Silver Medal 
the highest offered) 


ood profit. 
Name and design trade marks registered U. 8S. Pat. Off. 











DROP FORGED 
WRENCHES 


give stiff- 
accurately 
Send for 


BROS. TOOL CO. 






Designed and proportioned to 

ness and tensile strength. ade 
and uniform in machining and finish. 
Catalog H-23. 


ARMSTRONG 








314 N. Francisco Ave., Chicago, Ill., U. S. A. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
Plain or enameled in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Entmeling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 

















For over 30 years the leaders in 
making tools for stone workers. 


Catalogue. 
& HOLDEN COMPANY 


BARRE, VERMONT 


TROW 








Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

DanVers, Mass. 


*‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.”’ 


Confidence in Efampion Brand 
Hare = 














BAND “J_ EJS NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 


“The Joots in Lhe Pua Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS =— BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 





Plug Counterbore 
Made in two sizes, 
3%_ and} inch. 
The Conn Valley 


Mfg. Co. 
Centerbrook, Conn. 
U. S. A. 





A Labor Saving Tool 








= PITTSBURGH 7 


fresf Products ff} 


= Glass-Paint-Varnish-Brushes 
PITTSBURGH PLATE GLASS CO. | 
owt : 
ELEVATORS 
DUMBWAITERS 










Write for Our Catalog 
ENERGY ELEVATOR CO. 


211 New Street. Philadelphia 











Waste — Mops — Wicking 
Cleaning Cloths 


Coumeng, Cotton—Chemical Cotten 
otton Clotheslines 
Send for samples and prices 
MASSASOIT MANUFACTURING 2. 
Fall River, Mass. U. 8. A. 
350 meena 













osama 189 West Madison &St. 
Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 








i 








DAZEY CHURN & 
MFG. 

4301 
St. 





Leuis, Me. 

















J. L. THOMSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 











SCYTHES and AXES 


Scythes since 1812. Axes since 1880. 


RIXFORD MFG. CO. 
East Highgate, Vt. 











B BROWN @ SHARPE 
BS - sole) S 
\lade Best 

They ¢ Teelaltaacmer hatin. (aetee 


Cutal 


() Py 


TRADE MARK request 


SROWN & SHARPE MEG. ¢ 
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THB ADVERTISERS INDEX is published as a convenience and met as @ part of the advertising contract. Every care will be taken to index correctly 
No allowance will be made for errors or failure to insert. 
A H P 
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Nee eer eee ee 76 Peeemme BOG CW... ccc ccc ccc cccccce 33 
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American Ring Co..........00ee eee eens 14 ] 
American Saw & Mfg. Co.........-.++--: 82 
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Inquiries ? 


‘We are still receiving answers to our ad.” 


Results ? 


“. . . our purchase of this business was 


brought about by an ad in the ‘Hardware 


9 99 


Age’. 


The quotations given above are 
from two letters received in Decem- 
ber, 1926. ‘They serve to show what 
advertisers think of the Classified 
Opportunities Section as a_pro- 


ducer of RESULTS. 


- 


YOUR Problem May Be Solved by a Few Deis in the 
CLASSIFIED OPPORTUNITIES SECTION 
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GUARANTEED 


Automatic Bathroom Scale 


Health-o-Mete 





Dealers, everywhere, are enjoying a steadily increasing 
sale of the HEALTH-O-METER BATHROOM 


SCALE. Sufficient proof of the demand and salability 
of this profitable item. 


You, too, can share in the profits of the popular Health-O- 
Meter by the use of our sales-helps and sales ideas that 
focus our National Advertising on YOUR STORE. 


CONTINENTAL SCALE WORKS 


5701 So. Claremont Ave. Chicago, IIl. 
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Sold More Chain 


in 45 Days 


with this Display 
than in 365 Days 





the Old Way 


Once more the Orange Seal Display Stand 
proves the salability of Bridgeport Chain. As a 
REMINDER it has no equal. 


If the Hawley Hardware Co. can multiply their 
sales to the above extent in a month and a half, 
consider the increase at the end of a year. Nearly 
2000 hardware retailers have one of these dis- 
play stands. 


It occupies only 2-2/3 sq. ft. of floor space, saves 
the time of your clerks as well as customers, and, 
oh boy, what a CONVENIENCE !— just unwind 
the chain and cut off any length desired. 


Chain and Accessory contents cost less than 
most dealers suppose. Stand is furnished FREE. 


If your Jobber cannot supply you—write 
us direct. 





Accessory Assortment 


Comprises the best sellers only. 
Key Rings, Eye Bolts, Rings and 
Links, **8’" Hooks and “S" Hooks, 
Snaps, Chain Repair Parts and 
Transom Chains. 


All in separate compartment 
boxes. 
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CHAIN CONTENTS 


ON RENEWABLE REELS 
41LL RUSTPROOF FINISH 


oo m>O-& 


500 ft. No. 00 Safety Chain, 9% Ibs. 





500 ft. No. 0 Sash Chain, 23 Ibs. 





350 ft. No. 4 Brown Chain, 17% Ibs. 





250 ft. No. 1 Brown Chain, 29 Ibs. 










The BRIDGEPORT CHAIN CO. 
BRIDGEPORT, CONN. 




















